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iN THE HANDS of the master sculptor a 
slab of cold, lifeless stone soon breathes with 


+ ee and beauty. Symbol of perfection! 
; t is with the sculptor whose skilled hands 


orm a block of wood into the model 
ee oe made. 








are true sculptors. 


Tistry « a immeasurably to the style 
of many of America's 
he . Their combined years of 
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MADE TO MAKE MEN SAY: 


PEG-FLEK 2: 


A Flexible Goodyeor Welt Shoe, “broken in” 
during the manufacturing process. The wood 
pegged shank provides natural support, the 
patented Moss innersole a new meaning to the 
word “comfort”. Style No. 070 by 


BATES SHOE COMPANY 
WEBSTER, MASS. 


Tandrite Calf, Color No. 223 
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They like its plump, mellow quality —its snug, easy 


\ Ns ; 
comfort —its staunch, wear-resisting sturdiness. = | 


In addition, there’s TANDRITE’s rich, masculine colors 


and handsome, lustrous finish. 


These seldom fail to clinch the sale—for once a 
man mentally “Okay’s” TANDRITE’s quality, comfort, stur- 
diness and good looks, he loses little time in putting his 
verbal “Okay” on the deal! 
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New Sales Allure 


for the 
12 million dollar 


shoe style 
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@ Heading your way—Fashion’s best- 
selling smash-hit, with a new drama- 
tic look. Walk-Over’s CABANA* for 
Fall brings the witchery of veils to 
the feet. Its veil-like perforations 
soften, prettify, feminize these won- 
derfully comfortable shoes. 

The Walk-Over CABANA now enters 
its 10th year as the best-loved shoe 
of thousands of smart women. A rec- 
ord-breaking money-maker—CABANA 
has earned over $12,000,000 at full 
profit for Walk-Over retailers. 





Your customers will read about the 
new “Veiled CABANA” in a full page 
advertisement in July 15th Vogue. 
Thirteen smart new styles in stock. 
Elasticized black or brown suede, calf 
or suede with patent. Little-girl low 
heels to siren heights. Cash in on this 
12 million dollar Walk-Over fashion! 
Rush your order today. CABANAS to 
retail at $8.95 up. 


GEO. E. KEITH COMPANY 
Campello, Brockton, Mass. 
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Rock Maple Last Blocks from carefully 
selected quarter-sawed logs are thor- 
oughly seasoned for more than two 
years in sheds, kilns and bins. 


Here the last block is shaped. The block 
revolves at a moderate rate while high- 
speed cutters accurately duplicate the 
intricate contours of the master model. 


After the turning operation the last sur- 
face is rough with heel and toe unfin- 
ished. It then goes to skilled craftsmén 
who trim, sand, polish and check all 
dimensions with minute exoctness. 


There are two all-important factors in last making — 
STYLE and FIT. The precision with which our lasts are 
graded has earned for us the reputation of making 
the best-fitting lasts in all sizes and widths ever pro- 


duced in the history of the industry. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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“Vitapoise 


SHOES FOR WOMEN 


are a MUST in your fall selection. 
These snug-fitting shoes not only 
have grand comfort features... 
MOULDED INSOLE AND METATARSAL 
PAD ... but are beautifully styled and 
expertly fashioned. 

This sensible, profit-making, Good- 
year welt line features also a fine se- 
lection of patterns on the Research 
88 last, which has become popular 
with Vitality dealers in all sections 
by virtue of its superlative fit and su- 
preme comfort. 

Vitality Vitapoise Feature Shoes for 
women are just the thing for teachers, 
nurses, housewives, office workers, 
clerks and.others who are actively on 
their feet 4 great many hours each day. 

Investigate these grand shoes that 
have earned a high degree of accept- 

* ance among style-conscious women 
everywhere. 


VITALITY SHOE COMPANY 


Division of International Shoe Co. 
ST. LOUIS, MO. 
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The number of outstanding 
W/E Sole Stitching Machines 
— Model C reached an all-time 
high in March and April of this 
year with a resultant record- 
breaking production for these 
same months. 


Underlying these figures is a 
basic reason in the fact that 
more manufacturers than ever 
before are finding it advanta- 
geous to solve a variety of 
sole-attaching problems by 
the use of this machine and 
its lockstitch seam. 


WAC SOLE STITCHING 
MACHINE—MODEL C 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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pe eee cooling has become a 


“must” in most retail estab- 
lishments. Customers now de- 
mand comfort when they spend. 


No wonder patronage follows 
the “air conditioned” sign. Cus- 
tomers know odors and outside 
noises are eliminated—mer- 
chandise is fresher —employees 
attractive and alert—displays 
better lighted—humidity con- 
trolled! They stay longer, buy 
more, come back oftener! 

Yes, cool, clean, dry air pays big 
summer dividends — lifts sales 
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and profits — builds good will 
and prestige. In fact, summer 
cooling pays for itself ! 


Chrysler Airtemp 3 and 5 h. p. 
Packaged Cooling Units are 
compact, handsome, quiet and 
efficient. There’s an Airtemp 
air-conditioning unit for every 
business need. Don’t wait—in- 
stall Airtemp air conditioning 
at once—the low cost—with 
F.H.A. payments, as little as 
$25.00 per month — will sur- 
prise you! Mail thecouponnow! 


You get more refrigeration for less 
money with the exclusive Chry- 
sler Airtemp radial compressor. Her- 
metically-sealed in a bath of oil—it is 
trouble-free, quiet, dependable as a 
sealed domestic refrigerator. A trib- 
ute to world-famed Chrysler Air- 
temp engineering—it'’s the secret of 
Airtemp air-conditioning efficiency. 





AIRTEMP DIVISION 
CHRYSLER CORPORATION—Dayton, Ohio 


Gentlemen: 


Send me more information about your 
“packaged” cooling units. 
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by Fashion’s new trend... 


a hit with your conservatives 


~Gallun's Zomitvo Calf 
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Norwegian Calf Cretan Calf Eskimo Calf 


hand-boarded grain smooth but not glazed water-resistant 
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PATTERN NO. 3068-1 
The “Flying Wing.” In 
Black Suede with Black Pat. 
ent trim, 101 Last. 19/8 Con- 
tinental Heel, “‘Tweedeuse”’ 
top line treatment—Pat. No. 
2240816. 


yw 
pf psn 2 
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In the field of high style elasticized footwear for discriminating women, 
there is a subtle, yet definite, distinction to be found. It is the 


“Tweedease” top line treatment which adds beauty and fits the foot 
gently without binding. “Tweedease” is protected by U. S. Patent 


fo = 
No. 2240816. 


TWEEDIE FOOTWEAR CORP. JEFFERSON CITY, MO. 


CHOICE SHOES FOR YOUR CHOICE CUSTOMERS 
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P RESIDENT ROOSEVELT has 


said: 


“All of us can look back with 
pride upon the business statesman- 
ship displayed by the nation’s re- 
tailers in preventing a price boom. 
1 feel confident that they will dis- 
charge their responsibility as well 
in the future.” 









C. W. HOYT, president of the Hen- 
derson-Hoyt Company, Oshkosh, 
Wis., says: 

“In a concrete way, our Govern- 
ment is interested in our policy of 
merchandising as to our methods 
and practices of buying merchan- 
dise. Retailing is said to be the third 
largest industry, agriculture and 
manufacturing surpassing us in vol- 
ume. One million eight hundred 
thousand retailers throughout the 
country, employing about 4,500,000 
men and women, distribute about 
42 billion dollars in merchandise of 
one kind and another. 

“Thus the retailer as purchasing 
agent for the millions of consumers 
must take the responsibility of pro- 
tecting their interests, which in the 
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final analysis will be found to be 
his own. Mr. Lazarus, Jr., went 
further with this idea in his Cham- 
ber of Commerce address at Wash- 
ington, when he said: ‘We want to 
continue and expand our program 
of self controls. In doing it we 
claim, because of our intimate and 
adequate knowledge of the eco- 
nomics of distribution, a place at 
the council table when policies are 
being considered that might bear 


heavily upon the consumer.’ ” 
oe * * 


HARRY SOBEL, sales manager of 
ern Shoe Company, Los Angeles, 
Calif., says: 





“The Fall selling will see a trend 
that we have never experienced be- 
fore. There will be much less black 
and much more brown sold. Most 
of the browns will carry the boot- 
maker finish. Despite all the talk 
about women being uniform-con- 
scious, it does seem to us that there 
will be a considerably greater num- 
ber of women’s shoes having a mili- 
tary influence for daytime wear and 
decidedly feminine shoes for after- 
noon and evening. 

“All authorities agree that tailored 












suits will be very big for Fall but 
we sense that women, after they take 
off their tailored suits, will want 
some really feminine ‘duds’ from 
five o'clock on. 

“Elasticized pumps with open 
toes and open backs will undoubted- 
ly prove the prime favorite. The 
No. 1 evening shoe will be gold kid, 
in all heights of heels.” 



















CLUB foot—once one of the most 
dreadful afflictions that might strike 
boys and girls at birth—has been 
corrected by medical science. 

We had occasion to see Dr. M. J. 
Langsam of Long Island, N. Y., put 
a plaster cast on a baby’s foot and 
readjust the soft bones in their 
cartilaginous state. That child will 
be given regular, normal mobility | 
by the time he is ready to walk. As 
an M.D., who specializes in ortho- | 
pedics, Dr. Langsam has corrected 
this malformation in hundreds of | 
children, so that now it becomes a 
routine technique. 

As we sat in the reception room, 
we had an opportunity to talk to 
a young mother whose child was 
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soon to be treated and the young 
woman said: “We had the good 
doctor see the baby the day after 
it was born and his work started 
from that moment. | feel so happy 
to think my baby of eight months 
has suffered very little inconvenience 
and by the time he is ready to 
walk he will be as normal and 
healthy as any child in the neigh- 
borhood.” 

We have seen club-foot shoes, 
left as right and vice versa, and 
even think that as a specialty they 
serve a more useful purpose. Inti- 
nitely better to recommend to par- 
ents who might mention club-foot- 
edness that they see their local 
orthopedist immediately, for he, 
too, must be proficient in this work. 
The longer we live, the more we 
appreciate the God-given natural- 
ness of loccmotion. It is only when 
we are deprived of it, by accident 
or illness, or when we see it miss- 
ing in others, that we truly appre- 
ciate that the gift of walking is 
health to the body and peace to the 


WALTER D. FULLER, president 
of the National Association of Man- 
ufacturers, says: 

“Do you realize that by this time 
next year, perhaps half of the pro- 
ductive capacity and the men and 
women who normally make goods 
for domestic consumption will be 
engaged in war activities and that 
the supplies for normal American 
wants must be made by the remain- 
ing one half? Only tremendous in- 
creases in the output of these men 
and machines can keep the Ameri- 
can standard of living out of a nose 
dive. Sharp restrictions in produc- 
tion of consumer goods can easily 
touch off the inflationary blaze and 
we need the best fire-fighting equip- 
ment to prevent or to quench any 
inflationary emergency. 

“The manufacturers of America 
will fully meet the defense needs and 
produce consumers’. goods to the 
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—Shortly after the first World War, 
Arthur Anderson and | visited 
Europe and were amongst the first 
civilians to get into Germany. 

—One of the many things that im- 
pressed us there was the develop- 
ment of “ersatz"—or substitute 
materials and things. 

—Necessity, they say, is the mother 
of invention; and the Germans, 
through necessity, were forced to 
create substitutes for the many 
necessary things that had been 
shut out, through embargo, during 
the war. 

—And now, today, the whole world 
is facing a synthetic or substitute 
era—what with so many useful 
and necessary materials and in- 
gredients being kept out of inter- 
national circulation. 

—Our own research laboratories 
have been seeking and creating 
substitutes for this, that and the 
other. 

—And only recently a prominently 
displayed news story reported 
that “our laboratory experts were 
busily occupied in creating ‘sub- 
stitutes for substitutes.’ " 

—And all this, in a world of plenty! 

—What fools these mortals be. 


a 


President 





limit—the limit of bureaucratic 
rules and whims. Everything is all 
out for defense in America, except 
the ‘verbotens’ which hold back the 
full speed production of goods. 
“How long are we going to play 
with the fire of inflation while we 
keep the fire engine bound up in 
red tape? The 132,000,000 Amer- 
ican consumers are being told that 
they must make great sacrifices in 
their living, but not a bureaucrat 
has been asked to sacrifice a single 


one of his pet rules or restrictions.” 
+ we * 


ALBERT B. SMITH, of the Re. 


search Bureau for Retail Training 


in the University of Pittsburgh, 
Pittsburgh, Pa., says: 

“Our first job is to establish a 
common language— for no two 
stores use the same terminology in 
describing their complaints. After 
an exhaustive study of the com- 
plaint, breakdowns used by various 
stores, we come to the conclusion 
that there are really only seven 
types of complaints from the cus- 
lomer’s point of view: (1) Damage; 
(2) Poor Quality; (3) Short; (4) 
Wrong; (5) Credit or Refund; (6) 
Non-Delivery; (7) Poor Employee 
Service. 

“For a period of a year, 2] stores 
reported to us their figures on 
store-wide complaints according to 
these standard classifications. The 
results of this study were published 
in the form of ‘The Customer Com- 
plaint Calendar’ as a basis for 
organized complaint control and 


prevention.” 
ao * et 
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HERBERT SONDHEIM of Herbert 
Sondheim, Inc., New York City, 
says: 

“The United States is now and 
will, in my opinion, for another gen- 
eration remain as the fashion cen- 
ter of the world. Our talent for 
origination is abundant and most 
efficient; but, if it is to function 
properly, it must be fostered by us 
all. This result can never be achieved 
by rote or through any scheme of 
subsidy. 

“Tt merits emphasis that origina- 
tion must eventually become suc- 
cessful commercially through the 
establishment of trends of fashion, 
and trends of fashion can never en- 
joy commercial success unless the 
consumer plays her full part in this 
evolution. 

“You, as retailers, are actually 
the custodians of every given fash- 
ion, regardless of price. Fashion 
should be permitted to reach its 
saturation point at every price level, 
thereby obviating the precipitate 
decline that adversely affects’ the 
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rungs all the way up or down the 
price ladder.” 


OLGADAVIES, physiotherapist and 
body culturist in Great Neck, L. I., 
deplores the modern manner of rais- 
ing children—without exercise and 
without emphasis on posture. She 
says: 


“When I see young children wear- 
ing types of shoes that lift the bones 
of the arch and hold them rigid, I 
am wondering what kind of a race 
we are developing—when we lean 
so soon on props and crutches to 
hold the bones of the foot in place. 
Why is it that the first thing thought 
about is some strut or gadget in the 
shoe to hold the foot in place, when 
the natural thing would be to have 
exercise and muscle tone increase 
in strength and develop strong and 
useful feet?” 

These remarks came about 
through seeing a juvenile patient, 
suffering from some nervous dis- 
order, whose feet were being 
brought back to normal by the use 
of a very simple little playing game. 
A bag of marbles was dispersed on 
the floor and the child was asked to 
pick them up, one at a time, with 
his toes. Here was a child whose 
foot condition was so bad that the 
toes had practically curled up but 
with the aid of this very simple little 
play game, they were being re- 
stored to their natural position. 

As Mrs. Davies put it: “Bags of 
marbles should be sold in shoe 
stores to help children develop foot 


strength through exercise.” 
* ” . 


KERMIT T. SLACK, advertising 
manager of Ball Stores, Inc., Mun- 
-cie, Ind., says: 

“On the face of most of the indi- 
cations at present, it seems that in 
many of our stores; the advertising 
budget will probably increase as 
sales volume increases. If that turns 
out to be the case, then there are 
three very definite dangers to retail 
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advertising that we should all do our 
best to avoid. 

“The first of these dangers, and 
perhaps the least likely to constitute 
a serious threat, is the throttling and 
choking off of constructive adver- 
iising activity by short-sighted man- 
agement, who may feel that busi- 
ness is coming so easily that there is 
less need for its cultivation through 
advertising. 

“The second, and much more 
probable, danger in this hypotheti- 
cal period of stimulated gales is the 
indulgence on the part of retail ad- 
vertising in a ‘silk shirt’ era of 
extravagance, with plenty of adver- 
tising money to outdo itself in a 
spread-eagle fanfare of pointless 
and space wasting ‘institutional’ ad- 
vertising. 

“The third, and very definitely 
threatening danger to retail adver- 
tising in this speculative period of 
the future is a situation wherein the 
store’s advertising will be pushed 
on to the defensive and given the 
job of explaining away in public 
print, the price increases which we 


all are now feeling in retail mer- 
chandise. 

“Placed in that defensive posi- 
tion, retail advertising will lose its 
effectiveness by depriving itself of 
its most potent human appeals and 
dissipating its efforts by placing 
emphasis upon the least desirable 
elements of present day merchan- 
dise; that of increasing prices. 





“These three threats, the throt- 
tling down of advertising activity, 
the indulgence in a wasteful ‘silk 
shirt’ era, and the defensive réle of 
higher-price-apologizer, are, as I 
mentioned, predicated upon the 
probability of increased store vol- 
ume, which in turn, will automati- 
cally increase the number of dollars 
in the advertising budget which 
maintains its relative percentage-to- 
sales situation.” 
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“| don't care how you did business in Glook's Family Booterie—we don't allow side 
lines here." 
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The Editor’s 


GOLFER GETS HIS SHOES 
But they're not for the fairways 
Photo on opposite page— 


Story on page 44 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Ceiling Zero—at Retail 


“WHAT can’t be cured, must be endured” is an attitude 
we can see, riding down the path of Time with more 
and more price fixing. The most recent, significant de- 
cision by Leon Henderson, Administrator, Office of 
Price Administration and Civilian Supply, is as follows: 
“The ceiling prices for retailers will also be those 
charged on the most recent sales prior to June 17, 1941, 
of similar new or newly retreaded tires and new tubes.” 
Ceiling zero—in profits for tire retailers. 

There you have it—the first piece of pressure in the 
retail field affecting tires sold in some 200,000 retail 
outlets. This is only the beginning. In due time price 
fixing will walk down other lines of merchandise. That’s 
the inevitable conclusion to be reached. We are in for 
war time price control. It is not a new invention. There 
is no country left, in the world, where maximum prices 
and similar price regulations are not now enforced. 

We in the shoe trade have a feeling that it won’t work 
out—straight across the board—because shoes are so 
amazingly diversified. No economist in his right senses 
is going to recommend standard shoes. We would 
have bottle-necks as long as a Ubangi’s ringed neck and 
as tight. Shoes are multitudinous in their variety for 
the use of men, women and children. Price-fixing can 
be done, with or without the consent of the trade, by the 
Office of Price Administration and Civilian Supply and 
a ceiling can be put upon shoes as of a definite date. 

But as long as there is no standardization, revision 
will have to be made, day by day and hour by hour on 
new types of shoes, new patterns, new specifications. No 
shoe stays the same—particularly in a period of unlim- 
ited national emergency. Its ingredients, its type, etc., 
change with each order. 

Here’s a most amazing statement by Dr. Julius 
Hirsch, Former Head of German Price Control Board 
and State Secretary for Economics, who spoke before 
the N. R. D. G. A. convention in Chicago recently and 
said: 


“The task in Europe is to ration the scarcity; 
America’s task still is and remains to organize? the 
abundance. A new idea, not tried during the World 


War, is the general price freezing of all prices, 
wages, rents, and interest rates for the entire dura- 
tion of an emergency. It seems that the first mod- 
ern propoal of this kind emanated from America, 
from Mr. Bernard Baruch, in 1931. This American 
proposal practically became the backbone of the 
new German pre-war and war price policy. All 
prices were frozen on the date of October 18, 1936 
—even real estate prices, as well as all wages, rents 
and interests. 

“As far as I can see, the general price freezing 
cannot be made effective in the American business 
life of today. It is very unlikely that a general 
wage freezing really could be enforced in the United 
States.” 


All manner of things will be done in the name of 
patriotic duty. A lot of it will be done for its psycho- 
logical effect to make people aware that we are in an 
emergency bordering on war. There is plenty of oil 
and gasoline for driving and for heating but a scarcity 
of tankers might make the Eastern Seaboard subject to 
“gasless Sundays.” 

“Let “em walk,” say we. 

But at the same time we are not forgetting the fact 
that a great big nation, at peace, can be jolted into a 
comprehension of the situation by such things as “gas- 
less Sundays,” “sugarless Mondays,” “meatless Tuesdays.” 
This we do know . . . There will be no shoe-less days. 

Attempts at price fixing, through the ceiling method, 
may be tried in which case, let us repeat: “What can’t 
be cured, must be endured.” 

It is all in the direction of preparing the country for 
defense in the unlimited national emergency. Merchants 
appreciate the situation even more quickly than the 
public because its first effect will be upon the business 
man. The example of fixing a ceiling on tire prices 
isn’t so far removed from a commodity with which we 
move the public from place to place—shoes. 

Next week we will indicate what the shoe merchant 
must do to prepare himself for tougher days to come— 
and must start doing it now. 
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Left: Here’s where the new soldier is about to 

put away his shiny black shoes for a pair of 

Army service shoes. He is shown being —— 

into the clothing and equipage 

where he will be issued his quota of poses embag 

including two pairs of shoes. “page - y 1, 
three pairs of shoes will be issued 


Below: This is the works. It’s an out- 

fit to clothe a man from head to foot, 

with the foot part prominently dis- 
played in the forefront. 


Fittmg the Boys in the Army 


A FOUR-POINT PROGRAM DEVELOPED FOR SHOE PER- 
SONNEL OF QUARTERMASTER CORPS TO FOLLOW. 
ARMY SHOE FITTERS ARE TO BE SPECIALLY TRAINED. * 


4 


MANY a young man these days is putting aside his 
brogues and his two-tone oxfords for a couple of pairs 
of Army service shoes. And as the Army approaches a 
strength of a million and a half men, with all indica- 
tions pointing to a possible expansion of the armed 
forces within a short period of time, the problems of 
fitting Johnny Private with his quota of shoes are 
mounting daily. 

Fitting the soldier can be no hit-or-miss proposition. 
Fitting the civilian is a serious enough problem, even 
for a man or woman who does what may be considered 
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an average amount of walking in his daily round of 
activities, at work or in recreation. 

But fitting the soldier requires extraordinary care. 
The soldier is almost constantly engaged in activities 
requiring leg work. From reveille on, he does a tre- 
mendous amount of walking, drilling, or marching. 

Marching in itself is a strain on the feet, and in addi- 
tion, the soldier must carry a heavy pack, which places 
an additional strain. The result is that the individual 
soldier is vitally concerned with the way his shoes fit him. 
Beyond that, the Army is concerned with the problem 
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of shoe fitting on two specific counts—one, proper fit- 
ting to insure the soldier’s comfort, and two, proper 
fitting to insure maximum efficiency in the soldier’s pur- 
suit of his duties. Nor are these two factors unrelated: 

In order to effect the best possible fitting of shoes, the 
Army has evolved special fitting machjnery,. Thais 
wants its soldiers to be fitted properly as soon as the 
enter the Army, and is doing its best toward that end: 
More, careful research is now under way to devise ways 
and means of improving the present fitting machinery. 

At the present time, the Army is using a fitting device 
similar to one used during World War No. 1. However, 
as now used, the device has a number of improvements 
over the old type. 

The principle behind this fitting device is that the 
soldier’s feet spread considerably when he is carrying 
a pack and a rifle, and fitting is predicated on what his 
feet measure under maximum conditions—that is, with 
both the rifle and pack on his shoulder. 

He is first measured in his stocking feet. With in- 
structions to put his full weight on his feet, he puts his 
feet into a measuring machine. The width is measured 
by an automatic device which springs apart, and the 
length is measured by hand fitting. 

With the size information obtained from this mea- 
suring, the Army then issues a pair of shoes, and the 
soldier is fitted further with a special device to deter- 

[TURN TO PAGE 30, PLEASE] 
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Left: A new soldier being fitted. In order to make 
sure 4 a proper fit under maximum conditions— 
with his own full weight and extra weight added— 
ings dy nts fie Ayes des: apg a 
buckets of sand. The regulations provide for carry- 
ing of pack and rifle; here is another expedient. 


Below: This is where Johnny Private will sleep, 
once he clears away all the clothing he’s just 
received. His shoes came to him neatly boxed. 


Bottom: This is just a gag. For tired, aching feet, 

soaking in water is recommended, but the boys in 

the Army don’t seem to need it, The basin is there, 
but note: there’s no water in it. 





Latest military fashion note is 
the adoption of a two-tone blue 
covert cloth uniform for Army 
nurses to replace the old olive 
drab cape. We show. here two 
Army nurses, one in the new, 


the other in the old, uniform. 


And Now Comes 


~The Woman in Uniform... 


Soon There'll Be Women in Uniform for War Work in Your Town . . . Auxiliary 
Service Organizations, Air Raid Wardens, Emergency First Aid Helpers, Can- 
teen Workers and Many Others. Important Part of Their Defense Job Costume 
Will Be Their Shoes . . . Low Heel Tailored Shoes in Smooth Leathers, in 
Crushed, Grained and Boarded Surfaces. Just the Shoes, in Fact, Which You 
Bought as an important Part of Your First Fall Stock. These Are The Types 
to Promote This Fall for the Woman in Uniform and Her New Shoe Needs. 
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IT’S come at last, what many of you forward-looking 
business men have been predicting for months past . . . 
women getting into uniform to serve Uncle Sam in many 
types of defense work. Women needing low-heel tailored 
shoes for their new duties. It is a lucky coincidence that 
smart women have already been wearing this type of 
shoe for several years past. Lucky for you and the 
manufacturers, also that a superlatively good job has 
been done in the making of tailored shoes for the com- 
ing season. And that you have recognized the impor- 
tance of this trend and have given a large slice of your 
first Fall business to this type. 

In every Fall line tailored shoes have been the im- 
portant style news. Smart, comfortable shoes on heels 
18/8 and under in smooth, crushed, grained and 
boarded leathers. At every manufacturer’s opening in 
the past two months the talk has been of two first Fall 
shoes in every woman’s wardrobe and one of these a 
tailored shoe. Not every buyer talked about shoes for 
defense work to wear with the uniform of a special 
service, but every buyer recognized the strong trend to 
tailored types among all kinds of women in every in- 
come group. 

Shoe merchants are in a fortunate position at the 
present moment for two reasons. First, because official 
tradition regarding shoes . . . with a few exceptions, 


notably Army Nurses’ shoes . . . allows women in uni- 
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form to select their own shoes and to buy them wherever 
they choose. The workers in the nine branches of volun- 
teer service in the American Red Cross, for example, 
may select their own shoes, provided certain funda- 
mental requirements are followed as to type of heel, 
color and leather. Other organizations devoted to de- 
fense work are adopting the same policy. (It is possible, 
of course, that some of these committees may recommend 
a certain specific shoe without making it a definite re- 
quirement as part of the uniform.) 

Add to this freedom of choice in the purchase of shoes 
for defense work, another vital factor . . . the fact that 
you have on hand a large and varied supply of the right 
types of shoes for defense workers to choose from . . 
the buckle monk, the blucher oxford, the seamless and 
sott moccasin oxfords, to name only a few. Here are 
the makings of a very substantial increase in your Fall 
pairage ... a whole new market for your tailored shoes. 


And it’s a market that deserves serious consideration 
on your part. May be in your particular town right 
now not many women are interested in defense com- 
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Six proposed designs for uniforms for women defense 
workers, recently inspected at New York City Hall by 
Mayor Fiorello H. La Guardia, national head of Civilian 
Defense, and Mrs. Eleanor Roosevelt. Reading from left 
to right, the uniforms are the following types: Utility 
Apron, Working Nurse, Air Raid Warden, Dress Uniform 
for Air Raid Warden, Canteen Dress and Working Nurse. 





It's A MAN'S World In 


And Women Are Copying Men's Clothes 
in Everything from Hats and Scarf Pins 
to Jackets and Shoes. Shoes for War 
Work Will Be Wanted. “Mr. and Mrs.” 
Fashions Are Due for a Big Hand in the 
Coming Months So Get in Early on the 
Idea for Late Summer and Early Fall 


Seamless oxford with U-throat, ideal 
casual shoe for both men and women. 
Top: The masculine version is a two- 
eyelet tie with leather laces and rock- 
er bottom sole. A Klomp from Win- 
throp. Bottom: The feminine version 
is a six-eyelet softie in crushed leather 
with binding and welt trim in con- 
trasting color. From J. M. Connell. 


The Norwegian moccasin carries on in many 
versions. Upper left: This is the kind of men’s 
and boys’ saddle moccasin which is so popular 
with girls. Beys and girls, young men and 
women, can wear exactly matching shoes when 
they adopt this very casual pattern. From G. H. 
Bass. Upper right: Another version, less casual, 
is this woman’s pattern with saddle of goring. 
The same manufacturer has a similar man’s 
shoe with leather saddle and goring at ends. 
From M. N. Arnold. Bottom: A more formal 
street and walking adaptation of the same basic 
idea on 13/8 heel with decorative stitching. A 
Miss Pirate from Marshall, Meadows & Stewart. 


““WOMEN’S Shoes Hit a Manly Stride,” “There’s a 


Growing Market for Mannish Types” . . . with these 
feature style stories . . . the first appearing early in 
1940 . . . the Recorper Fashion Department helped 
blaze a trail to the current popularity of this important 
trend. 

The first story . . . “Women’s Shoes Hit a Manly 
Stride” . . . featured the two first men’s styles to be 
introduced into women’s shoes, the heavy brogue oxford 
and the Norwegian moccasin. In the second story . . . 
“There’s a Growing Market for Mannish Types” . . . 
we noted the increasing importance of this mannish 
influence and showed several additional styles borrowed 
from men’s shoes . . . the Scotch kiltie tongue, the 
ghillie, the seamless oxford and the oxford with the 
moccasin toe. 

On these pages we add two more patterns . . 


. the 


jodhpur and the buckle monk . . . both adapted from 
men’s styles. In addition, we show the seamless U-throat 
oxford, the Norwegian moccasin in several versions 
and the brogue oxford, making a total of five leading 
basic ideas borrowed from men’s styles. Who can 
prophesy what will be the next style to be developed 
from men’s patterns? Perhaps the jodhpur boot . . . 
an ideal shoe for men or women for country Winter 
wear. 

A final item about the current styles . . . leading 
colors are black, Yankee Brown . . . also known as 
Sam Browne... and Cordovan. We don’t need to add 
that bootmaker finish is extremely popular and is 
almost universally used on the tans and occasional reds. 
Bootmaker stained red becomes a good cordovan shade 
when a dark stain is used. 
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omens Casnal Shoes 


Two of a kind in wing tip brogue 
oxfords with bootmaker finish. The 
woman’s shoe is an Easi-Gait on 11/8 
heel. Both shoes from Walk-Over. 


Left side. Top: The man’s military monk 
with typical plain vamp and strap and 
buckle, built according to army specifi- 
cations. From Florsheim. Bottom: Adap- 
tation of the buckle monk in a swagger 
college girl shoe with extra heavy exten- 
sion sole, the square toe contrasted with 
the round toe upper. College-bred from 
E. P. Reed. Right side. Top: Man’s 
two-eyelet *, jiodhpur boot. From O’Don- 
nell, Adaptation of the jodhpur idea in 
a woman's three-eyelet tie with an Early 
American flavor in the high-riding 
tongue. A Miss Pirate from Marshell., 
Meadows & Stewart. 


She’s copied his hat, she’s 
copied his jacket and, we as- 
sume, she’s copied his shoes 
in one of the types we show 
on these pages. Anyhow, 
she’s made herself very 
smart in brother's, boy 
friend’s or husband's styles. 
Photograph by Hat Style 
News Service. 





by THOMAS N. YOUNG 


Episode IV 


PREPARING FOR WAR WORK 


In Which Ed Freeman Tries to Correct One Mistake, Only to Find, When It 
Is Too Late, That He Has Made Another. 


Ep’s good intentions to consult Jack Perkins before he 
made a good-sized’ purchase were too good to iast. It 
wasn’t that he didn’t realize that Jack had his best in- 
terests at heart. Or that Jack knew the needs of My- 
town like a well-worn and oft-read book. But Ed had 
basically sold himself on the idea that a man had to 
make his own decisions. What was it the Governor 
had said at the last Round Table meeting? 

“Be sure you're right: then go ahead no matter what 
others may say, is the only possible rule to observe in 
modern business competition.” He was commenting on 
a speech one of the new members had just finished. 

Ed Freeman had nodded sagely to himself. Surely what 
was good enough as a business rule for the Governor 
was good enough for him to steer by. And after the 
meeting was over, hadn’t the Governor shaken his hand 
and complimented him on his recent shoe displays? 
“Branching out into advertising, too, I see!” the Gover- 
nor had commented in passing. 

Ed had nodded. That was a sore point. His regular 

_advertising was enough for him to carry in the town; 
his handbill and extra advertising had been a flop, much 
to his chagrin. Further, his disastrous adventure into 
red suedes and novelties had made him all the more 
anxious to increase his business and absorb the losses 
he'd taken so far. Not that the red suedes were total 
losses: he wasn’t ready to write those novelties off. But 
they weren’t moving very fast. The town had absorbed 
as much as it would of the novelties. Ed, however,still 
hoped to see more sales. 


Then Jack Perkins’ daughter, the lovely young organ- 
ist of the Community Church, came in. Jack looked up 
to see if she wanted him. But Ed hurried over to wait 
on her. 

“I'd like a pair of white nurses’ shoes,” Miss Perkins 
smiled at him. “We’re starting a Bundles for Britain 
chapter here.” 

Ed told her he’d have to order them for her. After 
she’d gone Ed wondered what his competitor, Hughson, 
did about nurses. 

“We only have a couple here,” Jack answered from 
his wealth of experience in Mytown. “But a number of 
the women like nurses’ shoes in the Summer. So Hughson 
always carries a comfort last then. If he gets any calls 
now he can fill °em from left-overs.” « 

“More stock for me,” Ed groaned. “I'll bet you this 
war stuff is going to be popular. I’ve noticed for a 
couple of weeks that nearly all the women were carry- 
ing those long knitting boxes.” 

“That’s because we're near an Army Post here,” 
was Jack’s retort. “But outfitting children and rolling 
bandages is something else again. They did it in the 
last war, and now it’s started you'll see the clubs turn 
to bundles and Red Cross work. Only the group leaders 
will wear white shoes, though. The rest will wear black 
or brown and be content just to slip on a white apron. 
So I'd just order the white shoes for them, on request, 
and not stock them. It’s too early to lay in your white 
shoes. And by the time it is, you'll be able to tell much 
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After the meeting was over, the Governor shook his hand and complimented him on his 
recent shoe displays. 


more accurately what percentage of coustort shoes you're 
going to need this Summer.” 

“That sounds as though you were expecting an in- 
crease,” Ed was puzzled. 

“To be frank, I do. The country women have to stand 
on their feet all day. But only a portion of the towns- 
people are interested in comfort shoes. If the war work 
gets swinging in earnest, all the women will be yelling 
about their feet unless the shoes are constructed for 
standing for hours. And that means a comfort shoe, or 
I sadly miss my guess.” 

“That will take a couple of months to hit us, if your 
guess is right.” 

“Yes” Jack nodded. “Meanwhile, I bet the heels and 
shoe constructions that go best will show a definite veer- 
- ing toward that end.” 

“What about the very low heel types? I’ve been 
thinking about them a lot. The younger set is crazy 
about them.” 

“That’s the extra pair of shoes you're talking about. 
War work isn’t that. War become an occupation and the 
women consequently have to have shoes they can stand 
in for hours in comfort. I’m not suggesting an over- 
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night change. But I do think it’s something to watch 
carefully. Feel your way along. I'd almost venture out 
on a limb about the very high heels being in the discard 
in Mytown for this year anyway. The women who like 
to lead will be doing war work and their feet won't feel 
like trotting on stilts when they do go to a party.” 


Ep laughed. “You sound as though you tried to stand 
in a reception line yourself sometime in high heels.” 

Jack shook his head. “Not me. What I do remember 
is the last war. The women would come in to Hugh- 
son’s with their feet and ankles all swollen from stand- 
ing in high heels. I'd fit them out in comfort shoes and 
hear no more about it. Their feet did stretch out a 
couple of sizes. And after the war was over they sure 
objected when thev couldn’t get into the same sizes 
they'd worn before.” * 

“I see your point,” Ed sighed. “With that in mind 
let’s check over the stock and see how you'd figure sizes 
on the next Simpson Co. order.” 

“You can be thankful of one thing. The men and the 
children run along the same out here. You don’t have 
to worry about men’s fads—the same old browns and 
blacks.” [TURN TO PAGE 29, PLEASE} 
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AMERICAN aid to Russia since the out- 
break of the Russo-German war may be 
confined to socks and shoes. This was 


indicated by President Roosevelt when 
he held his fizst press conference follow- 
ing the outbreak of hostilities. 


The Chief 
Executive did not elaborate on-his state- 
ment except to say that: aid to Russia 
would be slow in developing, that no 
specific request for help had been re- 
ceived from the Soviet envoy in Wash- 
ington, and that it was still undetermined 
whether assistance would be given under 
the terms of the lend-lease act or whether 
Russia would have to pay for supplies 
furnished by this government. 


* * * 


New job holders who feel that they 
must borrow money to get on their feet 
again are being urged by the versatile 
Consumer Division of OPACS to estab- 
lish a credit union as “one of the cheap- 
est ways of hiring money.” The division 
gives the requisites, emphasizes that no 
one makes money under such circum- 
stances except credit union members, 
comments that upon application to the 
Farm Credit Administration in Wash- 
ington a chatter will usually be granted 
if the FCA representative hands in a 
favorable report. 
* * * 


TRADE association affiliation is fast be- 
coming a liability instead of an asset 
for members of OPM’s staff who have 
retained their association connections. 
Under a purge effected by Director Gen- 
eral William S. Knudsen and his asso- 
ciate, Sidney Hillman, a few top-flight 
executives have returned home, others 
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have the matter under advisement. The 

newly-adopted policy :equires trade as- 

sociation men on the staff to choose be- 

tween continuing as OPM consultants or 

severing their ties with their association. 
* * * 


A PROJECTED streamlining of the 
OPM goes beyond a mere purge of trade 
association representatives. Latest plans 
call for the establishment of 30 industry 
committees, each to be matched by an 
OPM commodity section. To operate in 
an advisory capacity in accordance with 
a plan previously approved by the 
Justice Department’s anti-t-ust division, 
the new committees will comprise nomi- 
nees selected by the OPM from lists fur- 
nished by each industry. Under the ar- 
raugement, major industries are ex- 
pected to be able to deal with a single 
division of the OPM through a commod- 
ity section in lieu of having to go in turn 
to the production, priozities and pur- 
chases divisions. 

Donald M. Nelson will continue as 
OPM director of purchases and will take 
on his shoulders the primary responsi- 
bility for sections where purchasing prob- 
lems, relating.to textiles, food, drugs and 
clothing, are considered of utmost im- 
portance. The reo:ganization may be 
followed by other and more drastic 
shakeups aimed perhaps at wresting con- 
trol from some of the top ranking busi- 
ness men who are not in the saddle. 


* x * 


THe phantom OEM, little-mentioned 
super-holding company through which 


all civilian defense agencies are tied to 
the White House, is fast becoming a 
more prolific source of ballyhoo slogans 
than the ill-fated NRA. Seven years ago 
found “Blue Eagle” and “Buy Now” 
posters flowing out ef Washington. To- 
day the OPM production eagle, original 
official insignia, is being followed by a 
colorful “Time is Short” poster. Next 
will come a muscular hand-in-glove with 
the legend “America’s Answer—Pro- 
duction.” 


It’s all a part of an initial $750,000 
super-publicity program which even con- 
templates the elicitation of skilled car- 
toonists to sell the country on doing its 


bit. 
2 + 


BAsep on an estimate made by OPM 
Director of Purchases Nelson that the 
country’s productive capacity for de- 
fense could be increased from 25 to 33 
per cent through the elimination of un- 
necessary variety in sizes, types, grades 
and qualities of civilian goods, the Bu- 
reau of Standards has agreed to go hand 
in hand with the OPM in instituting 
such a program. The plan, which has 
been given the green light by the Justice 
Department’s -anti-trust division, has 
been worked out in detail by all inter- 
ested government agencies. 
Simplification and _ standardization 
work got its start through the War I[n- 
dustries Board during World War I. 
Since that time more than 180 simplified 
practice recommendations have been 
worked out voluntarily. The Bureau of 
Standards acts as impartial coordinator. 


DONALD M. NELSON 


Director of Purchases, Office of Production seen soma who takes on added 
responsibilities under reorganization plan. 
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To CREATE CUSTOMERS: ADD TO APPEARANCE 


To HOLD CUSTOMERS: ADD TO PERFORMANCE 


Celastic adds to the appearance of footwear by 
accurately reproducing from the last the lines 
which establish toe character. Shoes fashioned 
with Celastic become Matched Pairs. 


Celastic adds to shoe performance by creating 
a durable toe structure. With Celastic, the box is 
true to the last—trim and firm in the shoe. On 
the foot, the toe lining remains wrinkle-proof. This 
means greater comfort for the wearer and more 
satisfactory performance. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


- 





B. C. Ross (right) president of the firm of A. H. Ross 
& Sons Co., Chicago, and Harold Ross, his son, secretary 
and superintendent. 


A FATHER AND SON ENTERPRISE IN THE FIELD OF LEATHER, 
FOUNDED IN 1884, SUCCESSFUL TODAY AND LOOKING AHEAD TO 
A PROSPEROUS FUTURE. 


A. H. ROSS & SONS CO., Chicago, is a leading father 
and son enterprise among the tanners. B. C. Ross, presi- 
is the father; Harold Ross, secretary and superinten- 
dent, is the son. This firm was founded in 1884, manu- 
facturing glove, garment, and sporting leather. The 
founder, A. H. Ross, died in 1900 and was succeeded by 
his four sons, B. C. Ross, A. A. Ross, H. F. Ross, and 
M. R.-Ross. The latter died several years ago, but the 
other three are still active in the firm. 

B. C. Ross was the first to develop the use of chrome 
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tannage in Chicago. For several years he headed the 
tanning department of Joseph N. Eisendrath Co. When 
his father died, be became head of A. H. Ross & Sons. 

Harold Ross entered the business in 1932 after grad- 
uating from University of Michigan. At the same time 
the firm entered the shoe field. Starting work as a 
laborer in the factory he pioneered in developing white, 
washable side leather for shoes. 

The firm is a regular subscriber to Boot anp SHOE 
Recorper, which is read carefully by all members. 
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BROWN GLAZED KID 


RICO BROWN NO. 25 


A well-founded fashion forecast predicts that Brown Glazed Kid is a coming 
shoe fashion of importance. Complimentary to brown furs, to smooth brown 
fabrics, Brown Glazed Kid shoes inaugurate a trend for brown in afternoon, 
cafe and dinner footwear. 


It is a trend that will develop on two fashion coasts, East and West, demand- 
ing the use of quality Brown Kid, of McNeely Brown Glazed Kid. 


McNEELY DIVISION 


HUNTINGDON AND FAIRHILL STS., PHILADELPHIA, PA. 
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The Customer Prefers to 
Choose for Himself! 


Handbags were very attractively 
displayed in the Reliable Shoe Store, 
Fresno, California, in a case just to 
the right of the front entrance. Bag 
business was just fair, even though it 
was right next to the hosiery depart- 
ment. 

Now bag business is excellent. 
Handbags are shown in an open dis- 
play rack to the left of the entrance, 
right next to the wrapping counter. 
Customers stop at the six tiered dis- 
play and examine the bags. Sales- 
men can quickly pick up a bag to 
show to a custome: while her shoes 
are being wrapped. 

“The most interesting angle of 
all,” says partner Jake Mittlenthal, 
“is the way many people go right to 
this open display and pick out a bag 
that strikes their fancy. Many people 
resent being asked to consider buying 
a bag in addition to their present 
purchase, but for some reason or 
other they take pleasure in picking 
out something of their own accord 
which appeals to them.” 


“White? Of Course! 
But White With Color!” 
(Hahne & Co., Newark, N. J.) 
* * * 


Do You Qualify? 


We recently heard this bit of sage 
advice from a Pennsylvania shoe re- 
tailer who has been in the business 
long enough and is successful enough 
to know pretty well what he is talking 
about: 

“I have at last come to the conclu- 
sion that the sole difference between 
the marginal shoe store, by that I 
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OTHER PEOPLE’S 


by JOHN 


mean the store just making enough 
money to stay in business, and the 
successful shoe store is a matter of an 
extra two minutes spent at the fitting 
stool—an extra two minutes to see 
that the customer gets the proper 
style and the proper fit and a taste 
of the services rendered by your 
store so that when she is next in the 
market for shoes she will automati- 
cally return to your store.” 
* * * 
“Quality is the one great force re- 


sponsible for repeat sales.” 
—OPISM 


~ * 


Burlap Makes Perfect 
Display Background 

The Comfort Corner Shoe Store in 
Wichita, Kan., has come to the con- 
clusion that plain ordinary burlap is 
the most effective material against 
which to display bright colored play 
shoes, 

The Comfort Corner store has been 
selling play shoes for several years 
cnd has done considerable experi- 
mentation with background materials 
for play shoes. White backgrounds, 
made of oilcloth and woven cloths 
were first tried but it was found that 
too sharp a contrast resulted. Then 
the store experimented with green- 
wood, sand and other effects. Finally 
they tried an experiment with ordinary 
burlap such as is used for cheap 
bags. Once washed, stretched tightly 
over a frame, the burlap makes an 
ideal neutral background material. 

The Comfort Corner shop now buys 
fresh burlap in large sections and dies 
it to meet specific color needs. A 


IDEAS 
F. W. ANDERSON 


single piece often lasts many months 

—and at the lowest price for any dis- 

play material the store has ever used. 
* aa = 


Our Creed 


“What Greater Aim 
Can We Attain 
Than ‘Conquest’ 
Over Human Pain?” 
Ross-Harris, Inc., Correct Shoes for 
Men and Women, West 46th St., New 
York City. 


7 ” * 


In Service to the Public 


A shoe retailer on the Pacific Coast 
announces that business cards fea- 
turing local information are making 
many friends for his store and, “After 
all,” he reports, “a store’s best custo- 
mers are its best friends.” ‘ 

One week he passes out cards with 
the schedule of the local baseball 
team printed on the back. The next 
week he puts a card with a short copy 
of the fish and game laws on the back 
in each wrapped bundle. The next 
week the card may carry news about 
the local movies, or a football or other 
sperts schedule. A stack of cards is 
left on the wrapping counter and 
every customer, whether he buys a 
pair of shoes or not, receives a card 
as he leaves the store. 

+ 7 * 


“To Express Our Appre- 
ciations” 


Many a shoe man realizes that the 
best advertisement that his store can 
have is the offhand remarks his con- 
tented customers make to their 
friends concerning the satisfaction 
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O. P. Ideator—“We certainly enjoyed :eceiving 
copies of your ads showing the progress that your 
store has made in 59 years in the retail shoe business. 
I can well imagine that you have seen some significant 
changes in the metheds of merchandising over those 
many years?” 

Pres. T. Frank Jaques—‘“To answer that question, 
I might well quote from an ad of our recently repro- 
duced from the 1884 files of the Des Moines Register: 
The life of the merchant in these days is one of con- 
stant struggle. It’s the survival of the ‘fittest’ and as 
we are considered the only ‘Perfect Fitters’ of Shoes 
in Des Moines, our future seems assured.” 


O. P. Ideator—“Thait piece of advertising philosophy 


| 
| 
might have been written today. 

“Now, I notice another thing in your 1884 ad. Even 
| 





then you were encouraging people to do business by 
mail, which I suppose has a direct connection with 
your map which states that you have built up a regu- 
lar business with families in every county and 570 
towns in Iowa.” 


Mr. Jaques—“For more than fifty-eight years the 
Field Shoe Co. has followed a policy of good service, 
| good merchandise and truthful advertising. We're 
proud of the fact that our customers are our friends, 


A CUSTOMER IN EVERY COUNTY 
(Field Shoe Co., Des Moines, lowa) 





and continue to return again and again, and also 
send their neighbors.” 


O. P. Ideator—*This is the time for that standard 
anniversary question. 

“What is the secret of your success?” 

Mr. Jaques—“We may be an old institution but we 
do keep abreast of the times. In fact, three years ago 
we remodeled and modernized our store and we are 
proud of our shop. To be brief, we might say that 
here’s what the customer likes about Field’s: 

“The wishes of the customer ave FIRST at Field's. 

“Here, you can outfit the entire family with foot- 
wear for every need. 

“The genuine interest in fitting your children cor- 
rectly, to insure their future foot comfort. 

“Salesmen who are experienced, and try to assist 
you in every way to ultimate satisfaction with footwear 
for every need. 

“No high pressure selling methods. 

“Credit service for your convenience. 

“Size records for every fitting, for future reference.” 


O. P. Ideator—*“And a shoe business based on such 
sound business principles as those should be flexible 
enough to weather all storms for 58 years to come. 


Good luck!” 













they have had in trading in his store. 
A new customer who knows some- 











thing about the store and its services 
before he comes in is much easier to 
fit and satisfy. 

With this in mind the proprietor of 
a New York store asks every new 
customer, “Why did you come into my 
store?” If the customer answers that 
it was through the recommendation of 
another customer, the store owner im- 
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recommend more friends, the store 
includes a blank check with the letter 
offering the customer a dollar credit 
on the next pair of shoes he purchases 
in the store. ‘ 

The proprietor tells the new custo- 
mer that he is sending this check to 
his friend and this encourages the new 
customer to mention the store’s serv- 
ices to his friends. In other words, th 
more friends, the merrier! 
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Lefti—10 by 17 inch “ad” 
tributed by the newspaper. 

6 by 18 inch ad by the Field Shoe 
Co. ten days later. 
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PROUD of his new store which has been termed “the 
smartest shoe store in town,” R. Bruce Murphy, man- 
ager of the Stetson Shoe Store in Pittsburgh, has devised 
a plus service for customers which is creating talk in 
that city and is bringing customers into the store. The 
added service is a “Move About Shine Stand,” designed 
so that the shine boy can carry it to various parts of 
the store, wherever the customer happens to be seated. 
It is a great convenience to the customer, and elimi- 
nates the necessity of perching on a precarious stand 
high above the floor. Moreover, the customer does 
not have to leave any friends who may be shopping 
with him. 

The stool on which the shine boy sits and the foot 
rest can be raised or lowered for the comfort of both 
the customer and the boy. It is constantly attended by 
a shoe shine boy. 

The store, which was opened recently, is located at 
522 Wood Street, Pittsburgh. The store entrance is off 
center. Windows were built very low to provide good 
light, and to bring the lights close to the merchandise. 
They are only five feet, eight inches away from the 
plateau floor of the windows. One of the windows is 
built straight back to the door; the other is made with 

[TURN TO PAGE 32, PLEASE] 


Added Service 


Brings 


"Em In 


That's What R. Bruce Murphy, Manager of the New Stetson Shoe Store 
in Pittsburgh, Has Found to Be the Case With Customers in His City. 
An Attractive Store and Customer Convenience Have Increased Interest 

in the Shop and the Merchandise. 


Above: The customer can ex- 

amine shoes at his leisure, while 

the “move-about” shine stand 

and the shoe shine boy polish 
his shoes. 


Left: Interior of the new Stetson 

Shoe Store in Pittsburgh. Note 

the wall display cases and the 

casual, comfortable arrangement 
of the furniture. 
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Career Man in Shoe Retailing 


[CONTINUED FROM PAGE 21] 


Between customers they worked on 
the order, lowering heel heights as they 
went along. With Jack’s long experi- 
ence in Mytown, Ed was sure his theory 
was right, The reorders were finally 
made out and sent in to Simpson Co. 
Ed sighed with relief. “Now all we 
have to do is work hard to pay for it,” 
he laughed. 

Late that afternoon a salesman en- 
tered. Ed hardened his heart as he 
saw the kit. He was determined not 
to be stung any more. Heaven knows 
when he could get rid of those red 
suedes. This man would probably try 
to sell him more high-heeled evening 
slippers, too. Well, he was cured of 
novelties and things which wouldn’t go 
in Mytown. He and Jack had worked 
things out nicely that afternoon. They 
had looked at the Spring and Summer 
possibilities and had mapped out a safe 
line of procedure in ordering. Then, 
too, he owed it to Simpson Company 
not to buy from every salesman who 
came barging in. 

The salesman opened his kit. Ed was 
surprised to see a conservative line of 
Spring shoes. The detail was nice and 
the workmanship good. The leather 
was all right, too. Ed mentally checked 
point by point against what he saw. 
Why, this was pretty much the same as 
he bought from Simpson Company. 
When the salesman gave him the com- 
pany name he recognized it as being 
in the same field and price class as 
Simpson Co. 

“You'll wonder at my offering these 
to you in December, Mr. Rogers. But 
I'll be frank with you. I’m from a job- 
ber in Detroit who handles this line 
regularly. We’re reducing our own in- 
ventory. Consequently I’m here to offer 
you your Spring line at cost. 

“I know you would ordinarily buy 
from Simpson Co. It’s a fine house. 
These are a more comfortable shoe than 
we’ve been showing. We’re convinced 
that, with war work, women will be 
doing a lot of standing. The line is 
advance styled. You can buy these 
same shoes later from Simpson Co. 
Ones like these, I mean. But you’ll pay 
$2.65 for them, won’t you?” 

Ed nodded. Yes, these were just 
what he and Jack had reasoned out 
would be the Spring demand. What he 
had planned to order from Simpson Co. 
at $2.65 a pair. 

“T’m offering them to you at cost, Mr. 
Rogers—$2.10. Here’s your Spring line 
at a saving of $0.55 a pair. Think of it.” 

Ed’s imagination leaped ahead. With 
that saving he could recoup any loss on 
the red suedes and evening novelties. 
He could also retrieve his mistake in 
advertising excessively. Besides that 
he’d make enough to lay in a good Sum- 
mer supply with his profits. He began 
writing out an order. 

“Would you‘take this oxford, Jack, 
or this one?” he called Jack from a 
customer. 


July 5, 1941 


‘ 


Jack selected his choice. He had been 
listening with half an ear to Ed and 
the salesman. Now he asked tentative- 
ly, “Are you going to buy the whole 
line from him?” 

Ed nodded. “Just think what I'll 
save!” he said in a low tone. 

“You won’t realize that saving until 
Spring—April or May,” Jack replied 
in an equally low tone, “and you’ve got 
a lot of bills to meet before then.” 

“We'll meet them,” Ed replied large- 
ly, as he signed the order. He shook 
hands with the salesman as he left. 
Jack finished with his customer and 
bowed her out. Then he turned to Ed, 

“T don’t want to tell you your busi- 
ness,” he said thoughtfully. “But turn- 
over’s affected just now and the bills 
keep coming due. You'll have to pay 
those out of capital, not income. And 
by the time business picks up again 
you'll have run out of capital. You may 
even be running behind in paying your 
bills. Let’s look over your outstanding 
orders.” ' 

“If I do get behind 30 days, Simpson 
Company won’t mind,” Ed waved an 
airy hand, “Not when I tell them the 
good deal I made... .” 

“With their competitor,” Jack said 
drily. 

“Well, anyway, they won’t mind that 
if I can buy more from them in the 
future as a result of the deal.” But 
down inside Ed was wondering if he'd 
made another mistake. 

(To be continued in 
July 19th issue) 


Early Season Helps 
Sell Whites 


MILWAUKEE, Wis. — With sustained 
warm weather being experienced here 
fully two weeks in advance of previous 
seasons, whites in women’s and men’s 
footwear are getting an earlier play 
this Spring than in any during the 
past ten years. Retailers are greatly 
pleased over the brisk interest being 
shown in the Spring and Summer lines 
and report business generally ahead of 
the same period last year. 

White kid and buck, some with tan 
calf trimming, mostly in open toe 
styles, are reported selling well in 
women’s dress lines, while for casual 
wear, antiqued calf, buck and calf, all 
white buck, tan pigskin, blue, brown 
calf on white bu-k, are all said to be 
good. 

Natural linen with navy, turf tan 
and all-over natural linen as well as 
embroidered linen, tinted to taste, are 
in demand, according to some shops. 
Saddle oxfords in white elk calf, tan 
or black saddle as well as moccasins 
in brown with white, are among the 
leaders for sports wear by high school 
and college girls. 











MR. E. S. BISBEE 


MANAGER 
HEALTH SPOT SHOE SHOP 


98 CHURCH STREET 


HARTFORD 


Upon learning of the Health 
Spot Shoe Shop plan and recog- 
nizing its merits, Mr. Bisbee 
was eager to join the organiza- 
tion, despite the fact that he 
had never sold Health Spot 
Shoes. 


After a thorough training pe- 
riod in an established Health 
Spot Shoe Shop, where he was 
able to observe the method of 
operation, he was placed in 
charge of the Health Spot Shoe 
Shop in Hartford. 


Mr. Bisbee’s record has been 
outstanding from the start and 
he has done a fine job of build- 
ing up the volume in this store, 
at the same time increasing his 
income (based on a regular sal- 
ary and a liberal share of the 
profits). 


You do not have to make any 
investment to operate a Health 
Spot Shoe Shop. 


Your own ability to get along 
with customers plus the energy 
and enthusiasm you put into 
your work, combined with the 
satisfactory results that Health 
Spot Shoes give, will build cus- 
tomer following and good-will. 
As the store’s volume increases, 
profits go up and so does your 
income. 


If you can furnish satisfactory 
references as to character and 
past employment, send for an 
application blank today. 


HEALTH SPOT SHOE SHOPS, INC. 


INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 











Fitting the Boys in the Army 


[CONTINUED FROM PAGE 15] 


mine whether he will be comfortable 
when he is carrying a pack and rifle. 

The device is a steel shaft with a 
knob at the end. The steel shaft fits 
along the inner sole and the knob.is at 
the toe end, Inserted into the shoe, this 
device is designed to show whether the 
shoes fit comfortably for drilling and 
marching. The Army regulation on 
this device says that: 

“If the enlisted man, with pack and 
rifle on his back can, without discom- 
fort, pace back and forth with shoes 
with the device inserted, the shoes will 
be sufficiently long to allow for foot 
expansion when the device is with- 
drawn,” 

According to shoe experts attached 
to the Army, the fitting device which is 
now in use has proved satisfactory, but 
certain factors for improvement of the 
Army’s fitting machinery are being 
carefully studied. 


Four-Point Program 

The overall picture in fitting the 
soldier in shoes is best illustrated in 
the four-point program which shoe ex- 
perts attached to the Quartermaster 
Corps of the Army are planning to fol- 
low: This program is (1) to obtain the 
best devices and material for fitting, 
(2) to have a complete stock of sizes, 
ranging from sizes 5 to 15, and in 
widths from A to EE, (3) to build up 
an organization of men experienced in 
shoe fitting, and (4) to start a program 
of education to train men to give proper 
fittings. 

Concerning the plan to obtain men 
experienced in shoe fitting, it is planned 
to use men in the Army encampments 
who have had shoe fitting experience. 
When men are inducted into the Army, 
they are asked for information on their 
past employment experience, and in this 
way, men who have had shoe fitting ex- 
perience will be found. 


To Train Fitting Personnel 

However, it is not expected that there 
will be a sufficient number of experi- 
enced shoe fitters among the men 
brought into the service for the large 
task of fitting the men properly. In 
order to meet the expanded needs of the 
Army, therefore, a plan is already 
under way to train shoe fitting per- 
sonnel. It is planned to give the men 
thorough training in the type of fitting 
work which is required in the Army 
so that the personnel will be in a posi- 
tion to meet the high Army fitting 
standards. 

At the present time, enlisted men 
entering the Army are fitted and issued 
two pairs of shoes. This practice, how- 
ever, will be extended on July 1, when 
the Army will begin issuing three pairs 
of shoes. 

The shoes which are now issued are 
of the same type. That is to say, the 
shoes which enlisted men are given are 
high service shoes. There are no varia- 
tions now for different types of activ- 
ities. 
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With all the preparations and pre- 
cautions being taken by the Army, it is 
apparent that the Quartermaster Corps 
is leaving nothing undone to insure the 
proper fitting .of shoes for the men in 
the Army. The individual soldier’s com- 
fort is one thing, and the maximum per- 
formance which he can give when his 
shoes are comfortable and properly 
fitted is of prime importance in a time 
of total defense and total war. 


Buyer’s Index 
For British Imports 


New York—Publication by the Im- 
port Committee of the British Empire 
Chamber of Commerce, 587 Fifth Ave- 
nue, New York City, of the second issue 
of the “Buyer’s Index for British Im- 
ports” is especially significant in view 
of the statement in the recent “Federal 
Reserve Bulletin” that there will be a 
net drain on the gold and dollar re- 
serves of the Sterling Area during 1941 
of $1,464,000,000. This billion-and-a- 
half dollars must be paid to American 
producers for war materials ordered 
prior to the passage of the Lend-Lease 
Act, and therefore not covered by its 
provisions. More than 200 importers 
and wholesalers with stocks of British 


merchandise on hand in America are 
listed in the- June-issue-of the “Buyer’s 
Index.” Among the lines represented 
are cotton, linen and worsted piece 
goods; decorative fabrics; china, pot- 
tery, glass and crystalware; fancy 
leather goods; finished garments for 
men and women; knit goods and ne-:k- 
wear; spirits and liquors; and toilet 
requisites. Copies of the Buyer’s In- 
dex may be secured by retailers, with- 
out charge, by sending their requests 
to the British Empire Chamber of 
Commerce. 


The Women in Uniform 
[CONTINUED FROM PAGE 17] 


mittee work. The war still seems pretty 
far away from them. Their thoughts 
are centered on Summer activities and 
Summer vacations at present. They 
may be doing some knitting for one or 
another of the war relief organizations, 
but that is the extent of their present 
activity outside of their own personal 
concerns. But just wait a couple of 
months. By the middle of September 
we are willing to wager that hundreds 


.of these same women will be getting 


down to serious work, donning uni- 
forms and smartly tailored shoes. Now 
is the time for you to plan your pro- 
motions of this type with this definite 
customer in mind. Now is the time for 
you to get ready for that extra busi- 
ness which is in the cards for Fall. 





Award Silver Cup in 


Fy 


Shoe Service Contest 


Judges of the national "Shoe Service" silver cup award contest, held in connection 
with the convention of the National Leather and Shoe Finders Association, Hotel 
New Yorker, New York, June 23-26. From ieft to right: Arthur D. Anderson, Editor, 
Boot and Shoe Recorder; Merrill A. Watson, executive vice-president, Tanners Coun- 


cil of America; Harry Schwarzschild, publisher, “Spir' 


“ Magazine; $. Calcerano, 


custom shoemaker; Henry Matter, executive vice-president, Wholesale Dry Goods 
Institute. 


New YorK—From convention head- 
quarters in the Hotel New Yorker, 
A. V. Fingulin, managing secretary of 
the National Leather and Shoe Finders 
Association, last week announced that 
the Goodyear Shoe Shop of Waco, Tex- 
as, won the Grand Silver Cup in na- 
tional competition with other shoe shop 
owners throughout the United States. 
Four sectional silver cups were also 
awarded to the following shops: 

Eastern: Cosentini Shoe Rebuilder, 
Ithaca, N. Y. 

Southern: Forest Hill Shoe Repair, 
Richmond, Va. 


Midwestern: Kivela Shoe Repair, 
Ashtabula, Ohio. 

Western: Zoe’s Shoe Repair, Los An- 
geles, Calif. 

The awards are presented each year 
to shoe shop owners who excel in work- 
manship, shop management and mer- 
chandising and whose shops are neat 
in appearance. The contest is spon- 
sored by “Shoe Service” Magazine, 
published in St. Louis, Mo., by the 
National Leather and Shoe Finders 
Association, and is for the purpose of 
improving the standard of workman- 
ship and the appearance of shoe shops. 
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Separate Play Shoes 
For Extra Volume 


MIAMI, FLta.—“Keep your play shoes 
and sport shoes far apart if you want 
to build up extra sales volume,” says 
one of the most prominent shoe men in 
this area. He went on to say that 
during the past season his store had 
made a big play for extra business 
through advertising, displaying and 
talking play shoes. The play shoe 
offers opportunity for the older woman 
who secretly longs for the gay, easy, 
breezy shoes which a younger woman 
may wear with perfect decorum on the 
street, to indulge her desire. Play shoes 
have been going over in a big way for 
house wear. They are comfortable, 
smart and easy on eye, foot and pocket- 
book. 

“They suggest relaxation” said one 
shoe man. Another reports that they 
never sell a pair of dress or sports 
shoes without showing something in 
their line of unusually attractive play 
shoes. 

In one department store play shoes 
are given a spot in the sportswear de- 
partment. No play suit or slacks is 
ever sold without the suggestion that 
there is available the proper shoe for 
wear with this in color, fabric or type. 

A cross section of American women 
have been educated during the past 
several months while wintering in the 
Miami area to the need of play shoes 
for every one of their play or leisure 
outfits. They are going back north 
with a definite picture of what they 
want along this line. 

Perhaps the most important innova- 
tion that has taken place here this win- 
ter has been the gradual breaking away 


from the word “play” and substituting | 


“Jeisure” for this type of shoe. 


New Device Cleans 
Combination Shoes 


A new type of brush for the cleaning 
of two-tone shoes has been placed on 
the market recently by Kienle & Auv- 
brey, Lincoln Building, New York, 
under the name of “Shine-Guard.” De- 
signed like a small paint brush, with 
the bristles slightly rounded, the device 
is intended to be used for the applica- 
tion of black, brown or tan dressing to 
the heels, soles and trimmings of white 
combination shoes. It is provided with 
a flexible, transparent plastic guard 





which prevents the black’ or colored 
dressing applied to the soles from com- | 
ing .in contact with the white uppers. | 
Thus it becomes a simple job to clean 
a pair of white combination shoes and 
apply dressing of contrasting color to || 
soles, heels or trim quickly and neat- 
ly without spotting the trim. The brush 
is mounted for counter display on a | 
card carrying a picture of a man’s shoe 
forepart, which shows the prospective | 
customer its use at a glance. 
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GREAT for BOYS’ SHOES....... 
t1304 RAW-CORD Soles and Heels 


Your best selling style and most frequent repeat number for keeping 
husky lads well shod is shown above. Mothers have long memories. 
They want for their money's worth long wear in their youngsters’ 


shoes. bevy | know they get this in shoes bottomed with RAW-CORD 


Soles and 
feet. 


RAW-CORD Soles and heels are made to fixed standards of value 
so that they may worthily uphold the good reputation of nationally 
known brands of shoes which use them as standard equipment, and 
thus uphold your store's reputation for service and good values. 
Specify them. They merchandise easily! 


eels, also protection against slipping hazards and wet 


SKYRIDER .... Shoes for Boys 


$750i—Ten Elk Oxford, RAW-CORD Sole and Heel. 
B 1-6, C 1-6, D 1-6 $2.20. 


$7919—Tan Elk High Shoe, RAW-CORD Sole and Heel. 
B 2'/2-6, C 1-6, D 1-6 $2.45. 


In-Stock:—K B S Shoe Company, Division of General Shoe Corp, Nash- 
ville, Tenn, 


Nothing can equal the original and genuine cord-on-end soles and 
heels, produced for 20 years under patents of inventor. Pea 


‘oyjuen 
LIMA CORD SOLE & HEEL COMPANY « Lima, Ohio 








YOURE ON THE 





FIRING LINE OF TRADE — 
YOU NEED POMERFUL ANMUMITION / 


Competition cannot be met and successfully defeated 
just by selling shoes at a price. There must be something 
about the shoes that makes trade want them at a good price 
—regularly. Style is a factor to be considered of course, but 
mark this, it takes fine sole leather to make shoes hold style 
and to command the continued confidence of the customer. 


KISTLER “BENCH BRAND” 
SOLE LEATHER 


A BALANCED TANNAGE 


is the finest kind of ammunition to use in your business 
battles. Men’s shoes having bottoms of this sole leather go 
over big. If there is any one feature about street, dress, sport 
or work shoes for men that will keep them sold on your line, 
it’s this sole leather. In it you'll find the answer to your 


problem of getting more men’s shoes sold profitably. 


WRITE US FOR THE NAMES OF MANUFACTURERS 
ING STREET. DRESS. SPORT. 


WORK SHOES BOTTOMED Vv 
“BENCH BRAND” SOLE LEATHER. 


WITH KISTLER 





WESTERN DEPARTMENT 1012 NORTH THIRD STREET, MILWAUKEE. WISCONSIN 





For Closer Cooperation 


RocHESTER, N. Y.—The Middle At- 
lantic Shoe Retailers’ Association seeks 
closer cooperation with the New York 
State Shoe Retailers’ Association and 
has invited officers and directors of the 
latter to attend its 28th annual show 
to be held at the Benjamin Franklin 
Hotel, Philadelphia, January 18, 19 and 
20, in 1942. 

A resolution making this proposal 
and extending the invitation was 
adopted at a meeting of directors in 
Philadelphia last week. Action will be 
taken on it by the New York Associa- 
tion at its meeting in Syra use next 
month. 
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Plymouth Store Remodels 


St. JosepH, Mo.—Final plans have 
been made by the Plymouth Clothing 
Co., 6th and Felix Streets, here, for 
the remodeling of their large boys’ and 
girls’ shoe department. This follows 
right in line with their redecorating 
program which they have been carry- 
ing on for several months of renovat- 
ing each department at a time. 


A new flooring will be laid in this’ 


shoe department, new seats will be 
installed, shelves will be made over and 
the whole redecorated. E. Steffens is 
the manager of the Plymouth Clothing 
Co., and Mrs. La Flore is in charge 
of the children’s shoe department. 


Added Service 
Brings "Em In 
[CONTINUED FROM PAGE 28] 


an offset so that customers can step in 
and look around. All woodwork, both in 
and out of the store, is walnut. 

Wall and floor cases are lighted with 
fluorescent lamps, providing a contrast 
that makes displays and merchandise 
stand out. A semi-indirect lighting sys- 
tem has been installed. Beam ceilings 
are a pleasant feature of the store— 
they are painted bluish white and the 
beams are cream color, providing a 
pleasant contrast. All the chairs and 
the men’s lounge are upholstered in 
cream colored leather. The carpet is a 
rust shade. 

The opening of the store coincided 
with the showing of new Spring styles, 
according to Mr. Murphy. 


Provide for Pay Increases 


ROCHESTER, N. Y.—Two increases in 
pay totaling 10 per cent are provided 
in a new agreement between the D. 
Armstrong & Co., shoe manufacturers, 
and the Boot and Shoe Workers Union, 
AFL, representing its employees. The 
first 5 per cent will be added to pay 
envelopes June 18 and the second 5 per 
cent on July 1. 

This delay will permit finishing 2000 
pairs of shoes for which orders were 
received some time ago. Ben Berk, 
AFL regional director, negotiated for 
the employees. 

Frank Sommers, who was business 
agent for the union during the past few 
months, has resigned and is returning 
to shoe factory work. Mr. Berk will 
be in charge of the union office until 
Mr. Sommers’ successor is chosen. 


New Dr. Scholl Store Opens 


Boston, Mass.— Dr. Scholl’s Foot 
Comfort Shops, Inc., headquarters of 
which are in Chicago, and the president 
of which is Dr. William M. Scholl, 
opened its newest store here on June 2 
at 21-23 Temple Place. 

Both men’s and women’s shoes are 
carried, the window display arranged 
for the opening consisting of whites, 
as well as walking and dress footwear, 
servi-e oxfords and shoes especially 
designed to take care of unusual foot 
conditions. Included in the _ store’s 
stock also is the well known line of Dr. 
Scholl foot appliances and remedies. 
Professional treatment by licensed chi- 
ropodists, free foot tests including 
Pedo-graph prints of feet, and expert 
measurement of feet to insure proper 
fit are included among the services 
offered by this store. 

The store front has a modern mar- 
quee and a wide outer lobby surrounded 
by large display windows. Inside the 
store are a number of comfortable 
private fitting booths. 
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Leather Demand Greatest in a Generation 


Tanners Must Import More Raw Materials Than at Any Time 
- Since First World War, Merrill A. Watson Tells Finders 
—Imports Not Subject to Price Ceiling 


New YorK—Speaking before the an- 
nual convention of the National Leather 
and Shoe Finders’ Association at Hotel 
New Yorker, last week, Merrill A. 
Watson, executive vice-president of the 
Tanners’ Council of America, discussed 
the present demand and supply position 
in hides and leather and the probable 
consequences of the action of the Gov- 
ernment in placing a maximum on hide 
prices. 

“The demand picture can be sum- 
marized best,” said Mr. Watson, “by 
stating flatly that from present indi- 
cations the consumption of leather in 
the United States will be the largest 
in more than a generation. This ap- 
praisal may have to be altered in the 
light of several possible contingencies 
such as the institution of curbs upon 
commercial requirements, or the adop- 
tion of priorities to insure that gov- 
ernment requirements are met first, or 
possibly by more extensive operations 
under the Lend-Lease Act. Whether 
any of these contingencies will ma- 
terialize is guesswork, and for the 
present at least we must be content 
with whatever facts are available. 

“To meet this demand for leather in 
1941, a demand equivalent to at least 
24 million hides, including 2% million 
kips, tanners will have to import con- 
siderably more raw material than at 
any time since the last World War. Do- 
mestic new supplies of cattle hides in 
the United States will amount to ap- 
proximately 16 million in 1941. The 
difference between that figure and esti- 
mated demand is a measure of the im- 
ports which will be necessary in order 
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MERRILL A. WATSON 


to satisfy all commercial and military 
requirements. Prior to the outbreak 
of the war, imports of -this order by 
the United States would have created 
a profound price dislocation in world 
hide markets. In order to buy such 
a quantity of hides, it would have been 
necessary to outbid all the other na- 
tions which also filled their deficiencies 
in the South American market. Prob- 
ably the only reason hide prices did not 
advance to even higher levels recently 
would seem to be that the United 
[TURN TO PAGE 41, PLEASE] 
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Dayton Retailers Join in 
City Centennial Celebration 


Dayton, OnI0—With Dayton shoe 
retailers taking part in the Dayton 
Centennial program, celebrating the 
100th anniversary of Dayton’s receipt 
of her city charter, a glimpse into the 
past reveals that this city might have 
become one of the nation’s leading shoe 
leather tannery centers. What changed 
this trend is hard to uncover, but a 
copy of the Ohio Gazeteer and Tra 
velers’ Guide, compiled by Warren 
Jenkins and published in 1841 in Col- 
umbus, Ohio, by Isaac N. Whiting, dis- 
closes interesting facts. 

In 1841—a hundred years ago—the 
Crawford Last Company, founded in 
1825 and still in operation in 1941, was 
producing 14,000 lasts a year, as well 
as some 200 boot trees and 200 crimp- 
ing boards. Incidentally, the Crawford 
Last Company is now Dayton’s oldest 
factory. 

There were six tanneries in operation 
in 1841—all using water power. An 
other item of interest lies in the fact 
that one hundred years ago, there were 
fifty “taxed” stores. Although no list 
ing was given, it is logically assumed 
that at least one shoe store or boot 
shop was among those paying taxes. 


Roberts Store in New Quarters 


KenosHA, Wis.—The Roberts Shoe 
Store has moved into new quarters, 
here, at 5603 Sixth Avenue. Interior 
of the new store is finished in two-tone 
green and fluorescent lighting is used 
throughout. New leather upholstered 
chairs in green have been installed and 
sectional foot mirrors circle the interior 
together with three full-length mirrors 
to aid shoe purchasers. The store car- 
ries a complete line of men’s, women’s 
and children’s footwear. 





JAMAICA (N.Y.) SHOP - M. MENDELSOHN, Owner 
Own your own business like successful shops operating 
coast to coast. You are backed by the vast Dr. Scholl 
organization—benefit by its experience—feature na- 
tionally advertised Dr. Scholl merchandise, service. 


MANY GOOD CITIES STILL AVAILABLE 

Take advantage of this ity to build security. Approxi- 

mately $5,000 capital required, with liberal investment pro- 

tection. Sales, merchandising helps ided . . . intensive 

training given without charge. ACT NOW . . » address 
B for complete information. 


@ Write THE SCHOLL MFG. CO., mc. 213 w.schitierst., chicago * 62 W.14th St., New York 
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FASHION LEADERS FLY TO OHIO LEATHER TANNERIES 


Group of Ohio Leather Company Executives and Guests photographed with Mayor F. H. LaGuardia of New York 
and Borough President James Lynn, of the Bronx, before boarding United Airlines Mainliner for Youngstown, 


New YorkK—-The opening of the new 
airport at Youngstown, Ohio, Tuesday, 
July 1, was used by The Ohio Leather 
Company as the occasion for one of 
the smartest publicity stunts of the 
year. Taking this opening as an in- 
spiration, they acted as host to a dis- 
tinguished group of fashion leaders of 
the industry on a premier flight to the 
new airport, in a specially chartered 
plane. 

This trip was a gesture by The Ohio 
Leather Company to the fashion lead- 
ers of this country in proof of the fact 
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Ohio, July Ist. 


that America is entirely independent 
of any foreign nation for fashion ideas 
or materials. This group of important 
executives left from the Waldorf- 
Astoria Hotel in New York, proceed- 
ing to LaGuardia Airport, where they 
were received by Mayor LaGuardia 
and other officials. Then they left by 
plane, on which breakfast was served, 
and in two hours arrived in Youngs- 
town to be greeted by the mayor of 
Youngstown and more than 400 in- 
vited guests. 

After these preliminaries, the group 


visited the tanneries of The Ohio 
Leather Company, one of the largest 
and most important plants of its kind 
in the entire world, specializing in 
leather for highest grade shoes and 
handbags. An inspection of the tan- 
nery was made, and the group re- 
turned by plane to New York for din- 
ner at LaGuardia Airport. Although 
this trip covered approximately 1000 
miles, it demonstrated graphically the 
accessibility of this important source 
of supply to all fashion centers of the 

[TURN TO PAGE 43, PLEASE] 
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New Compo 
10 Year Club Members 


Boston, Mass.—At a dinner held re- 
cently at the Parker House thirteen 
new members were admitted to the 


group which has served the Compo | 
Shoe Machinery Corporation for ten | 


years. This has become an annual 
event and the gathering included thir- 


ty-two of the thirty-eight members of | 
the organization who have been with | 


the company for a decade or longer. 


Since Compo has been in business for | 


only twelve years, this large group 
which has given the company continu- 
ous service is an indication of the loy- 


alty and spirit which prevails in its | 


personnel. 
Leo P. Nemzek, vice-president and 
general manager of Compo, greeted 


the gathering with an interesting and | 


inspiring message, touching on the com- 
pany and the steps in its progress 
which have led to its strong position 
today. William H. Bresnahan, presi- 
dent, presented the gold buttons with 
the Compo seal, coveted emblems worn 
by members of the Ten-Year Club. He 
told many amusing anecdotes connected 
with the individuals and their part in 
the early days of Compo. Included 
among those who spoke a few words of 
greating to the new members were 
Michael G. Stratton and William S. 
Anderson. 


Customers Calling 
For “Better Shoes” 


Batavia, N. Y.—Charles E. Knox, 
member of the shoe firm of Knox & 
Dispensa, reports an important in- 
crease in the demand for quality shoes 
since gains in employment have made 
it possible for more people to buy better 
footwear. 

“Customers have been returning to 
our stere lately who have been away 
for a few years,” said Mr. Knox, “and 
some of them said they had been pur- 
chasing cheap shoes elsewhere, but 
were not satisfied with them. They re- 
turned when they had the money to 
buy the quality they want.” 

Other retailers who sell quality shoes 
throughout western New York report 
increased calls for quality; customers 
returning to buy the kind of merchan- 
dise to which they were accustomed 
before the depression hit them. 


New Houston Store Has 
Family Shoe Section. 


Houston, Tex. — Tobin’s recently 
opened a fine, modern store at 5612 
Broadway here. In this department 
store is a shoe department catering to 
the needs of the entire family. Shoes 
featured are in the medium-price range 
and cover the highest styles down to 
the more conservative. The interior 
treatment including layout, fixtures, and 
lights, also the front and windows, are 
harmonized and streamlined in the 
most modern manner. 
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WE FEATURE THE GENCO SHOCK. 
ABSORBING HEEL IN OUR NEW FALL 
STREET SHOES! 


| UNDERSTAND 
YOU'LL SOON 
HAVE EVENING 
SLIPPERS WITH 


GENCO HEELS? 


GENCO is 40% lighter in 
weight than most heel con- 
struction. It's “tops” in walk- 
ing comfort and offers more 
resilience than the industry 
has ever known. Leading fac- 
tories have proven GENCO 
quolities in over 3 million 
casuals, street and play shoes. 
They are available in all price 
ranges. 


These thirteen men, all who have been with the firm for a decade or longer, 

were admitted to the Ten-Year Club at a dinner held recently at the Parker House, 

Boston. Back row, left to right: Clarence Hitchcock, Anthony Giaquinto, W. J. 

Duffy, L. P. Vail, R. E. McKeigue, D. F. Minihane, J. R. Long and J. J. Long. 

Sitting: P. L. Slayton, W. J. Morton, William Solar, B. W. Dougherty and Arthur 
Solar. 
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Stats 


Honest Value 
In Boery Paw 
ROBERTS-HART, INC. 
KEENE, WN. H. 
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Shoe Dressing 
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CAVALIER 


SHOE DRESSINGS 


CORRECT CLEANERS FOR EACH SHOE 


FOR SHOE TRADES ONLY 
CAVALIER — MFRS. — BALTIMORE 
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Women's Shoes 
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Easiephit Shoes for Busy Feet 
IN STOCK 


Attractive, hand turned, com- 
fort shoes for work or home 
wear. 


No. 554 


Write for Catalo, 


ABBOTT SHOE CO. No. Reading, Mass. 
ESTABLISHED 1855 








Mail Order Repair Work 


SPOKANE, WasH. — Saad Brothers, 
shoe dealers who operate two downtown 
stores in Spokane where retail selling 
and shoe repairing are combined, report 
a steadily growing mail order business 
in repair work. 

According to John Saad, manager, 
the mail order business has been devel- 
oped until it is among the leading ac- 
tivities of the establishment. Shoes 
come in on a train and go out repaired 
in the next mail. 

The result is a business that extends 
to western Montana, the Idaho pan- 
handle, and throughout eastern Wash- 
ington to include an area within about 
a 300-mile radius of Spokane. 


3% 





Men’s Department Enlarged 


PASADENA, CALIF.—With the enlarge- 
ment of F. C. Nash & Co., here, the 
men’s shoe department, operated by 
Alan A. Metzer, will have more space. 
Selling space will be considerably en- 
larged with new display and sales fix- 
tures, and will be located on the main 
aisle between the present store and the 
newly-opened addition. 

This shoe department was opened 
eight years ago and has shown a 
steady increase in business. The aver- 
age unit sale price has climbed regular- 
ly, due to the broadening of the price 
structure. 








MRS. DAY'S IDEAL BABY SHOE CO. 
DANVERS, MASS. 


Percy B. Russell 


AUBURN, Me.—Percy B. Russell, 77, 
founder of the Russell Shoe Company 
at Ellsworth, Me., which later became 
the Ault Williamson Shoe Co.,, and long 
prominent in the shoe manufacturing 
field, died June 16 at West Auburn, 
where he had made his home for the 
past two years. 

Born at Rockland, Mass., July 29, 
1868, he was the son of Jeremiah and 
Sannah Southworth Russell. He was 
connected with the Lunn and Sweet 
factories before he founded his own 
business. He was a member of the 




















WRITE FOR cararon 


Lygonia Lodge of Masons and Blanque- 
fort Commandery of Ellsworth. 
Mr. Russell is survived by his widow. 





Retailers and Travelers Get Together 


Left to right: Tom Bagwell, master of ceremonies, at the mike, then Elmer Nord- 
strom, of Seattle, president of the Pacific Northwest Shoe Retailers Association: 
Griffith, of the Seattle Shoe Retailers Association, who flew down 
for the occasion; Mrs. Tom Bagwell, winner of the door prize; Mr. and Mrs. 
Tommy Thompson, Hood River, Ore., winners of the dance prise; George Bitzer, 
vice-president of the Portland Shoe Retailers Association; Ward B. Brasleton. 
chairman of tickets committee, and Mrs. Jack Atwood, wife of the president of 
the Oregon Shoe Travelers Association. Down in front is smiling Bill Harbke. 
president of the Portland Shoe Retailers. 
President Nordstrom and Cap Griffith addressed the gathering in behalf of the 
Northwest shoe convention which was held in Seattle June 8th to 11th. 
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ane SAVERS—Colorful 
PRICE TICKETS 
They give your win- | 
dows the Professional 
Touch. Also Window 
Cards 8”x14”. 
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celving our sam- 
ple mailings, just 
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buyer for Stix-Baer-Fuller, St. Louis. 
He fills the vacancy left by the resigna- 
tion of Morris Floun two months ago. 


Urges Cut in Argentine 
Hide Duty 


Boston—The New England Shoe 
and Leather Association, through its 
secretary, Maxwell Field, testified 
Wednesday of last before the Commit- 
tee for Reciprocity Information at the 
Tariff Building in Washington and offi- 
cially recommended in behalf of the 
association that the committee secure 
a 50 per cent reduction in the present 
duty of 10 per cent on cattle hides in 
their negotiations of a reciprocal trade 
agreement with Argentina. The 50 
per cent reduction is the maximum 
permitted under the Reciprocal Trade 
Agreements Act. However, Mr. Field 
also urged that this duty be entirely 
removed under the President’s emer- 
gency powers, if it is legally possible 
to do so, inasmuch as the frigorifico 
hides are needed in the nation’s de- 
fense program in the manufacture of 
Army shoes. 


For the Boys in Camp 


Lyons & Company, findings dealers, 
are marketing this polish kit for the 
boys in the armed forces. Fitted in a 
khaki case, the kit consists of a can 
of Kiwi polish, a brush for applying, a 


Personnel Changes 
In St. Louis Store 


St. Louis, Mo.—Lloyd Bank, who for 
the past seven years has been shoe 
buyer for the L. Brandeis store in 
Omeha, Nebraska, has been appointed 


assistant to Al Pauly, women’s shoe 


in camp. Also in blue cloth 
black polish for the naval 
forces. 
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When you come to the 
FIRST ANNUAL 


BALTIMORE 


SHOE FAIR... 


Quite naturally, you'll want 
to stay right at headquar- 

rs... the newest and larg- 
est hotel in the city. There 
are 700 exceptionally com- 
fortable rooms, but they will 
go fast . so be wise, 
write for your reservations 


TODAY! 


July 13, 14 and 15 


i 
LORD BALTIMORE 


BALTIMORE, MARYLAND 


Delvin Rothman has been appointed 
assistant buyer for slippers and casual 
footwear in the Slipper and Sandal 
Shop on main and second floors of 
Stix-Baer-Fuller here. George Bode has 
been appointed shoe assistant in charge 
of bargain squares and specialty foot- 
wear departments. 


Interest in Play Types 


ToLepo, O.—An unusual amount of 
interest in play shoes is being shown 
here this season. The department stores 
have been promoting this merchandise 
and the small shoe shops selling inex- 
pensive shoes have ‘their windows deco- 
rated to display play shoes in great 
variety. 

Lamson Brothers department store, 
under the management of the upstairs 
buyer, Richard O. Holtz, has opened 
a first floor play shoe shop attractively 
arranged and decorated as a seashore 
spot. A complete range of play shoes 
is offered here. 

LaSalle and Koch department store 
have less expensive play shoes in their 
first floor budget shoe shop and better 
play shoés in their second floor depart- 
ment. The shoes are gayly arranged 
on a rack patterned on the beachcomber 
style. Both departments are managed 
by A. Terravella. 
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STEEL TOE 
SAFETY SHOES 
and 


POPULAR PRICED 
WORK SHOES 
Carried in Stock 
GOODWILL SHOE 
COMPANY 
Helliston, Massachusetts 
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Innersoles 
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Repeat sale are the life of trade, 
Use Newflex when the shoes are made. 





NEWFLER PIGsaie 


INNERSOLE co 
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St. Louis Jobs 


i eT a ee 


PROMOTION 
SHOES 


St. Louis’ finest makes always 
on the floor. 








JOBS .. . SAMPLES 
CANCELLATIONS 


Women's better grades 
in dress and sport footwear 


SCHNEIDER SHOE CO. 
1404 Washington AVe., St. Louis, Mo. 





Traveler Purchases 


Interest in Store 


INDIANAPOLIS, IND.—C. A. Partee, 
traveling sales representative for the 
Florsheim Shoe Co., has purchased the 
interest of F. B. Edmiston, in the Ed- 
miston-Nichols Shoe Store in Centralia, 
Illinois. 

Mr. Partee will retain his position 
with the Florsheim Co. with which he 
has been connected for the last twelve 
years. Mr. Nichols has retained his 
interest in the company. 
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Complete Size Range 
In Shoe Department 


TOPEKA, KANSAS—Adoption of new 
footwear merchandising policies in the 
children’s shoe department of Pelle- 
tier’s department store here has re- 
sulted in a huge sales increase not only 
in shoes, but in other lines of merchan- 
dise, according to Mrs. E. Howard, 
manager of the shoe department. 

Formerly, Pelletier’s operated five 
“young style” departments, including 
infants’, tots’, young girls’, young boys’, 
and fourteen-year-olds. Shoes for each 
section were sold separately in a smal! 
corner, and there was no correlated ef- 
fort to keep the customer buying foot- 
wear from the infant age up to four- 
teen. 

Now, however, the five departments 
have been brought together into one 
modern salon, titled the “youth zone” 
and featuring layettes, play clothing, 
dresses and suits for children from the 
cradle to 14 years. Most important part 
of the department, and centering it in 
sales appeal, is a new shoe department 
done in light wood with 20 fitting 
chairs accommodating regular business. 
Here Mrs. Howard has brought to- 
gether all sizes from soft-sole baby 
shoes up to boys’ oxfords, and is exer- 
cising a “cradle to high-school” foot- 
wear policy substantially increasing 
business. 

Shoe sizes run to 6 in growing girls’ 
sizes, and Mrs. Howard carries all 
widths from AAA to E. The depart- 
ment thus appeals to many mothers 
worried about children’s feet, and makes 
up many special orders per year. Every 
fit is checked twice by the manage- 
ment—and thus the shoe department is 
playing an important role in the pro- 
motion of youngster-wear at this de- 
partment store. 


E-J Workers Aid 
British Relief 


BINGHAMTON, N. Y.—Endicott-John- 
son shoe workers, who contributed 
$5,000 which was sent to the shoe fac- 
tory employees of England, have re- 
ceived a cable of thanks from Dr. M. 
Whitelaw, chairman of British Relief, 
who said the money has been turned 
over to them and that any further con- 
tribution may be sent direct to them. 


Ezra Mills 


BINGHAMTON, N. Y.—Ezra Mills, 70, 
superintendent of Endicott-Johnson 
fine welt shoe factory and one of the 
best known shoe men in the Southern 
Tier, died at his home here recently. 

Starting as a boy of 16, Mr. Mills 
had been in the employ of the company, 
and its predecessor, Lester Brothers, 
54 years. He leaves two sons, Leo E. 
Mills, assistant secretary of the com- 
pany, and Raymond A. Mills, a member 
of its board of directors. 


WREN S 


wal WAX SHOE POLISH 


5O YEARS SUPREMACY 
for QUALITY 


“WREN’S” —for years the weil-dressed 
Englishman's favourite Shoe Polish, now 
makes its bow to the American Public. Its 
intense brilliance and unique leather pre- 
serving and waterproofing properties set a 
new standard in the polishing and care of 
Shoes, and the appointed Wholesale Dis- 
tributors are proud to be concerned in the 


introduction of such a fine Product. 
For full ulars write to: 

WEST COAST: The Macpherson wl Co., 
Spri Street, Los Angeles, Californ’ 
MIDDLE WEST: Mandus Nelson & ~“ 

Lake Street, Chicago, ’ 
NEW YORK CITY and environs 
The Majestic Leather Co., 308 Bowery, New York 





Shoe Man Heads Rotary Club 


FREELAND, Pa—John G. Bellezza, 
manager of the Bellezza Shoe Store of 
Centre Street, was installed -as presi- 
dent of the Freeland Rotary Club for 
the 1941-42 terms. He succeeded Cliff 
Zierdt. Rev. George W. Kohler was in 
charge of the installation. 


Transferred to Escanaba Store 


MERRILL, Wis.—Kenneth Beach, man- 
ager of the shoe department of the 
Montgomery Ward store here for the 
past two years, has been transferred to 
the company’s store in Escanaba, Mich. 


Install Escalators 


MILWAUKEE, Wis.—Four more elec- 
tric escalators are being added to the 
two installed three months ago at Gim- 
bel Bros. store here. The present es- 
calators run from the main isle on the 
first floor to the third floor. When the 
new battery is installed and alterations 
completed, the six electric stairways 
will extend from the first to the fourth 
floors. By extending the stairways to 
the fourth floor, customers may go 
directly to 90 per cent of the depart- 
ments of the store, Charles Zadok, vice- 
president and executive head of the 
store, declared. 
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250 So. 
223-225 West 





DON’T LOSE 
YOUR HEAD 


years’ continued use of 





over that Surplus Stock 


Turn to the CLASSIFIED PAGES for 
Purchasers. 


Sixteen “WANTED TO 
PURCHASE” space is the record for one of our ad- 


BOOT AND SHOE RECORDER 
Classified Advertising Dept. 
100 E. 42nd St.. New York, N. Y. 











TRI-STATE SHOE MART CONVENTION HEADQUARTERS 


The Statler-operated 


Hotel William Penn 


PITTSBURGH 


Kindly make room reservations early. A limited number of 
air-conditioned rooms are available—first come, first served! 
Inquiries promptly attended to. 


Rooms for one, from $3.50 


GERALD P. O'NEILL, General Manager 


. for two, from $5.00. 








Trade Literature 


Wage and Hour Manual 


The 1941 edition of the Wage and 
Hour Manual has been published by 
The Bureau of National. Affairs, Inc., 
of 2201 M Street, N.W., Washington, 
D. C. This volume of more than 1100 
pages contains laws, rulings and in- 
terpretations in wage-hour regulation, 
including Federal and State statutes 
and court opinions relating to mini- 
mum wages, maximum hours, child 
labor and public contracts. 

An interesting item of information 
contained in the manual is a statement 
of Army policy in regard to labor 
standards on defense contracts, as well 
as the rules and regulations of the Sec- 
retary of Labor governing employers 
operating under the Walsh-Healey Act. 
Other items covered include the fol- 
lowing: 

Clear-cut explanations of the over- 
time exemptions for executive, admin- 
istrative and professional workers and 
what these terms include. 

The texts of approved collective bar- 
gaining agreements permitting over- 
time work and acceptable plans for 
paying for overtime in time off. 

Summaries of the new defense laws 
setting minimum wages and maximum 
hours. 

Texts of wage orders and wage de- 
terminations under the Government 
Contracts Act. 

All court decisions under the Wage- 
Hour Law, including those upholding 
the constitutionality of the law. 

Frequently asked questions and the 
answers to them, location of Wage and 
Hour Division Offices and sample pay- 
roll forms approved by the Wage and 
Hour Division. 


Modernized Children’s 
Shoe Shop 


Fort WAYNE, IND. — Patterson-Flet- 
cher has modernized its children’s shoe 
shop to provide far more floor space, 
more shoe space and more seating 
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Alli in the Day’s Work 


And quite a day’s work at that. Photo shows C. H. Daniels, right, of Stamford, 

Conn., manufacturer of Mo-Lo innersoles, and Dr. F. W. Dunn, of Muncie, Ind., 

at the close of a recent day’s fishing off Kitty Hawk, N. C., with 20 of the 22 

channel bass they caught. The boys say there are a couple of 45-pounders among 

the fisht but what they don’t say is that the wives were also along on the party or 
how many fish the women folk accounted for. 





space, as well as new fixtures and light- 
ing. The store reports that its sales 
of children’s shoes have been increasing 
by leaps and bounds, making the ex- 
pansion necessary to take care of the 
larger trade. 


Tukes Charge of 
Boys’ Department 

DayTOn, On10—Wilbur Ritter, well- 
known throughout this city, especially 
in bowling circles, has taken charge of 
the boys’ shoe department at The Met- 
ropolitan, a leading men’s clothing 
store. Ritter was head of the men’s 
shoe department for many years at 
Elder & Johnston Company, where he 
built up a large following. 


Shoe Department Opened 
In Apparel Shop 


Des Moines, lowa—A shoe depart- 
ment has been added to Stearn’s wo- 
men’s apparel shop, it is announced by 
Ben Isaacson, president. The depart- 
ment will carry sports shoes as well as 
costume shoes to go with the millinery 
and other women’s accessories of the 
shop. W. H. Luckinbill of Grand Forks, 
N. D., is managing the department. 

The new department flanks the front 
of the main aisle, adjacent to the mil- 
linery department. The fixtures are of 
blond Swedish maple, upholstered in 
rust and green. Shadow boxes are used 
to display the shoes. 








Innersoles 





If the customer treats them rough, 
Newflex Insoles have the “stuff.”’ 
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Card Effective as 
Mailing Piece 

SANTA Fr, N. M.—A novel combina- 
tion business card and mailing card on 
which a space is provided between the 
printed name and the address for a 
personal message from the proprietor 
has proved an unusually effective sales 
producer for Mac Feldhake, operator of 
the shoe store which bears his name. 
Mr. Feldhake got the idea for the card 
from one of the commercial airlines— 
while making a flying trip to the West 
Coast market. 

The card is small enough to serve 
effectively as a standard business card. 
Yet, the space left in the center be- 
tween the store name at the top and 
the address at the bottom is adequate 
for a written message, making the card 
ideal for mailing use. 

Santa Fe plays host the year around 
to numbers of prominent people from 
all over the United States, and Mr. 
Feldhake has developed a nation-wide 
business. Consequently he has occasion 
to use many of these cards. He employs 
them constantly in answering inquiries 
and general correspondence from cus- 
tomers out of the city. When he gets in 
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a new shoe which he feels would appeal 
particularly to a certain out-of-town 
customer, he writes her a note asking 
permission to send a pair on approval. 
By maintaining a complete size and 
purchase description record on all cus- 
tomers and by getting the names of 
visitors who accompany regular patrons 
into the store or who merely drop in 
through curiosity, Mr. Feldhake reports 
that in less than two years he has ‘de- 
veloped a mailing list of 5000 names. 


New Penney Store 
In College Town 


SPOKANE, WASH.—The J. C. Penney 
Company will have a new store in Pull- 
man, Wash., the college town 80 miles 
from Spokane, which is the home of 
Washington State College. 

Construction will start immediately 
on the building which has been designed 
by Architect K. D. Starmont of Spokane 
and which will cost about $30,000. 
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Leather Demand Greatest in a Generation 


[CONTINUED FROM PAGE 33] 


States and Britain provided the only 
major outlet for South American hides. 
It is true that the slaughter of cattle 
in the frigorifico establishments of Ar- 
gentina and Uruguay has also declined 
with reduced exports of beef. On bal- 
ance, however, taking account of both 
slaughter and the elimination of Euro- 
pean buying, the potential hide supply 
in South America has remained large 
and probably adequate. 


Problem of Shipping Space 

“There is, of course, one other offset- 
ting factor which has loomed even more 
important in the raw material market 
and the leather market. That is the 
problem of shipping space in order to 
make potential supplies thousands of 
miles from the tannery actually avail- 
able for conversion into leather. If 
there were no question about cargo 
space, then the tanner and his cus- 
tomers, including yourselves, would 
have little ground for apprehension 
as to our ability to satisfy the country’s 
essential leather needs. Unfortunately, 
the shipping position has become pro- 
gressively tighter. Not only is the 
volume of space more restricted and 
more uncertain, but transportation 
costs have also increased. We hope that 
the importance of hides will prompt 
the government to provide the neces- 
sary shipping space. Yet here again 
unforeseen factors such as the diver- 
sion of still more shipping for critical 
defense purposes may seriously impede 
the flow of raw material. 


Temperate Policies Advised 


“I want to emphasize as strongly as 
possible that in spite of the difficulties 
facing the tanning industry over the 
past year, difficulties of exaggerated 
demand on the one hand, and supply 
on the other, tanners have met their 
customers’ requirements. At no time 
have leather markets been disorganized, 
and tanners have consistently taken 
the initiative in urging caution and re- 
straint upon their customers. In fact, 
I cannot recall another instance in 
which the sellers of a product have been 
so consistent in stressing temporate 
policies and asking excited buyers to 
forego the risks of speculative accumu- 
lation. We cannot overlook the fact 
that unrestrained forward buying and 
inventory accumulation can exaggerate 
and distort the supply and demand pic- 
ture so that fundamentals are ob- 
secured beyond recognition. That con- 
dition was one of the primary factors 
which impelled the OPACS to impose 
a ceiling upon hide prices, for as long 
as there was the prospect of further 
price advances on the horizon, there 
could be no assurance that speculative 
buying would diminish. 

“It is important, too, I think, for 
everyone in the leather industry to take 
cognizance of the fact that hide prices, 
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not leather prices, were the crux of 
the market situation. Government 
agencies have recognized that leather 
prices have remained consistent with 
raw material costs and that the key 
to leather prices must be sought in 
the hide market. With raw material 
accounting for more than 60 per cent 
of the cost of leather, a parallel trend 
between hide and leather prices is not 
only unavoidable, but absolutely neces- 
sary. The attitude of the leather in- 
dustry on price has been stressed so 
frequently in recent months that it 
hardly needs repetition. Tanners favor 
low prices for their raw material and 
their products; they believe that every 
cycle of rising prices carries a dan- 
gerous threat not only to financial sta- 
bility, but to the security of their mar- 
kets against the competition of sub- 
stitutes. Nor are such opinions merely 
lip service in the cause of price mod- 
eration at a time when that is the pop- 
ular and patriotic idea; tanners have 
experienced the disasters of extreme 
price rises, and no one has better rea- 
son for wishing to avoid a similar ex- 
perience. 
Price Ceiling Established 

“Under the price order issued by 
OPACS and effective June 16, no do- 
mestic hides can be sold at a price in 
excess of 15c. It is natural that some 
uncertainty exists with respect to ex- 
isting contracts for hides, and differen- 
tial or relative values for various types 
of hides. Nevertheless, assuming that 
such details will be resolved and ad- 
justed, the principal consequences of 
a maximum upon hide prices appear 
to be the following: 

“In the first place, since a limit is 
placed upon the tanner’s principal cost, 
it is a reasonable presumption that 
leather prices will remain in proper 
relation to hide costs. Other costs, it is 
true, that is, labor and tanning ma- 
terials, have not been limited and total 
manufacturing costs, therefore, may 
advance further. Leather prices, how- 
ever, are less affected by these elements 
of cost than by hide prices. 

“There is another and perhaps more 
important qualification regarding the 
effect of the hide ceiling upon leather 
prices. The price maximum applies 
only to domestic hides and does not 
affect the price which may be paid for 
imported raw material in South 
America or elsewhere. If it is true 
that control of domestic markets will 
automatically provide control of for- 
eign markets, then the price structure 
of imported and domestic products 
might remain in balance. That may 
not be the case, and if demand for 
leather exercises sufficient pressure 
upon foreign hide markets, it is con- 
ceivable that prices for the latter may 
exceed the maximum for domestic hides. 

“Finally, the price ceiling in itself 


may well prove to be the initial step in 
the series of controls that are some- 
times necessary when the free opera- 
tion of supply and demand is restricted. 
Priorities, allocation, restrictions of 
one kind or another upon consumption 
may eventually be required in order to 
keep supply and demand in adjustment. 
It is the hope of the leather industry 
that such steps can be avoided, that 
common sense, reasonableness, and un- 
swerving devotion to the objectives of 
national policy will enable all branches 
of the leather industry to meet the 
problems which may arise.” 


Boston Firms Plan 
Saturday Closings 


Boston, Mass.—Replies to question- 
naires relative to Saturday closing in 
the Boston shoe and leather district, 
recently sent out by the New England 
Shoe and Leather Association, indicate 
a very definite inclination in the ma- 
jority of instances to close all day Sat- 
urday beginning in June and continu- 
ing until after Labor Day. 

In the poll recently concluded, 61 of 
the leading firms in the district de- 
cided to close all day Saturday during 
the Summer months, but four reported 
they will stay open and six other com- 
panies are closed on Saturdays through- 
out the year. Tabulation of votes dis- 
closes that 17 firms will be closed Sat- 
urdays throughout the Summer months 
of June, July, August and September; 
24 will close from June 1 until after 
Labor Day; 17 will close on Saturdays 
beginning in July and remain closed 
until the week after Labor Day. 


Pan-American Window Display 


Cuicaco, ILL.—One of the most out- 
standing and dramatic windows on 
State Street’s shoe row was featured 
during the week preceding Memorial 
Day by Cutler’s downtown store. This 
window was devoted entirely to the 
Pan-American theme and included a 
pair of life-sized figures, a man and a 
woman doing the Conga, and a num- 
ber of flower girls. They were shown 
amidst authentic South American col- 
onades. Shoes displayed were featured 
as Conga Colors in the South Amer- 
ican Way. Gaucho tan was also fea- 
tured among the tan, and tan and 
white combinations. 


Knox Opens Family Store 


ORLANDO, Fta.—George R. Knox has 
opened his own shop at 342 W. Church 
Street, and will carry a complete line 
of shoes for the entire family, men, 


women and children. The place will 
be known as Knox Shoe Store. 

Mr. Knox has been connected with 
the shoe business in Orlando for six- 
teen years and is well and favorably 
known. He has been for some time as- 
sociated with George’s. 








SALESMEN WANTED 


LINE WANTED 


WANTED TO PURCHASE 








SALESMAN WANTED 


For Louisiana and Arkansas, must be man 
experienced in selling footwear on the 
road and who is interested only in a 
permanent and a more profitable connec- 
tion. 
ADDRESS: 
SHUSTILES, INCORPORATED 

1214 Washington Avenue, St. Louis, Mo. 











G ULF STATES, EASTERN OHIO, WEST- 


ERN PENNSYLVANIA, NEW YORK, 
WEST VIRGINIA, open. Well known, finest 
grade cement process dress shoes and Goodyear 
welts. Complete stock. Liberal commission. 
Drawing accounts out. Address 2199, care Boot 
& a. eh 100 East 42nd Street, New 
York, aN. 





XPERIENCED SALESMEN WANTED to 

represent St. Louis in-stock house featuring 
a beautiful line of Women’s Novelties, sport 
oxfords, and arch shoes, retailing at $1.95 to 
$2.45. Commission basis, payable weekly until 
proven deserving of drawing account. Terri- 
tories open: Texas, Kansas, Arkansas, Louisi- 
ana, Tennessee, Mississippi. In reply give 
references, age and other information neces- 
sary. SUPREME SHOE COMPANY, 1328 
Washington Avenue, St. Louis, Mo. 





FOR RENT 


N CIVIC CENTER, CRANSTON, R. L., 
City 45,000, store 27 x 60, only store avail- 
able. First National Food Store here fifteen 
years—Moved to Super Market. Building 
owned by Former department store executive. 
My judgment tells me this is an unusual 
location for Men, Women, Children’s Shoes. 
E. J. LAUNDRIE, SAUNDERSTOWN, R. I. 








XCELLENT SHOE STORE, 

Mid-western city of 65,000. Will install 
latest’ type front and complete fixtures for 
experienced party with right line of merchan 
dise. Only a volume operator will be con 
sidered for this unusual offer: Call or write 
— 1302, 160 North LaSalle Street, Chicago, 


location in 





FOR LEASE 


S HOE DEPARTMENT, leading Department 

Store, one of Oklahoma’s best towns; popu- 
lation 15,000; trade area 90,000. Fixtures fur- 
nished. Percentage rent. Don't answer unless 
you can furnish gilt edge financial statement. 
Address $207, care Boot & Shoe Recorder, 
100 East 42nd Street, New York, N. Y. 





IPULAR PRICED WOMEN’S LINE by 

experienced retail shoe man that wants road 
job in New Englasd on commission basis. Ex- 
cellent salesman. HARRY DAVIS, 9 Spruce 
Street, Nashua, N. H. 





EDIUM PRICED LINE for Western Penn- 

sylvania and vicinity; large following; Sat- 
isfactory references. Address $181, care Boot 
- — Recorder, 100 East 42nd Street, New 
fork, N. Y. 





FOR SALE 








19 SHOE STORES. A ready made shoe 
business-—favorable leases——going concerns, 
in Mid-Western States — volume $30,000 to 
$100,000. A _ nationally known shoe manufac- 
turer offers this opportunity. If you have the 

y capital an established shoe business 
can be had at a reasonable price. Address 
3206, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 














| 
| 


| 


ONDERFUL OPPORTUNITY to buy a 

fifteen year established Shoe Parlor. High 
grade Ladies’ and Children’s Shoes. A paying 
investment. All stock and equipment complete. 
Low rental. Desiring to sell at once. Address 
$209, care Boot & Shoe Recorder, East 
42nd Street, New York, N. Y. 
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CORRECTIVE SHOE STORE, established 

seven years, in Northern Ohio City. High 
grade lines only. Reasonable, for cash. Address 
$208, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, mF. 





POSITION WANTED 


HOE STORE OR DEPARTMENT MAN- 

AGER available August ist. Age 39 years, 
with over fifteen years’ of proven ability to 
manage shoe store or department. Well versed 
in medium and better grade shoes. Address 
Box $210, Boct & Shoe Recorder, 209 South 
State Street, Chicago, II. 








COLLECTIONS 


ASH IN YOUR SLOW ACCOUNTS with 

“Kristy’s Kash Collectors.” Effective, dip- 
lomatig, economical. Write today for free 
samples. Lincoln Sales Company, Varsity Build- 
ing, Lincoln, Nebraska. 











Buyers of Surplus Stocks 


w um curplus or entire stocks ef sheer 
» aamtelivemn hbase ar renin. 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO.. Inc. 


108 Duane St. New York 
Phone WOrth 2-5377 and 5378 








CASH 


For Entire Stocks or Surplus Merchandise. 
This is a good time to dispose of them. 
We can use any quantity and pay the highest 
prices. 
CAMITTA SHOE COMPANY 
16 8. -. St. Philadelphia, Pa. 
hone Lomba 








SHOE STORES WANTED 


FOR CASH 
Men's, women’s, children’s shoes retailing 
from $5.00 and up. —_ leasew as- 
sumed. Write in confidence 
A. L. BARIS, ey 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request. 

















BUYERS OF 
WANt FACTURERS—RETAILERS 

SURPLUS STOCKS 

We buy or ah ae or complete shoe stocks. 

Write, wire or phone. 

BARSH & CEASAR 

Fourth St. Philadelphia, Pa. 
Phone Market 1666 


WN. 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also randed Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver. 2 ty. Bos 
toniana, Stetson, Red Cross. Nunn-Bush. Ete 


ravin BUBIN 7 
New York City 


Phone Barclay 7-7887. 

















Shoe Man to Retire 


St. JosEPH, Mo.—Max James, who 
has operated shoe stores in St. Joseph 
for the past 53 years, has announced 
his forthcoming retirement from busi- 
ness. 








CLASSIFIED ADVERTISING RATES 
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N. Y. State Shoe Retailers 
Name Executive Council 


ROCHESTER, N. Y.—John A. Beau- 
mont, president of the New York State 
Shoe Retailers’ Association, has ap- 
pointed its executive council for the 
coming year. By virtue of his office he 
will be chairman; the other members 
are: Paul V. Herron, Ithaca; Jesse L. 
Patton, Schenectady, and Leslie Gard- 
ner, Oneonta, with Harry A. Chase as 
secretary. 

The Council is vested with full ex- 
ecutive power to transact business and 
outline policies for the association. 

Mr. Beaumont is outlining a program 
for the development of the association 
during the coming year, declaring that 
“every shoe retailer in the state should 
be a member of the association.” 

John W. Mills, president of the Capi- 
tal District Shoe Retailers’ Association 
which includes retailers in Albany, 
Troy, Schenectady, Cohoes, Amster- 
dam and other communities, is arrang- 
ing for big meeting of shoe men to 
be held some time in July. 

It is proposed to strengthen the as- 
sociation with increased membership 
and to ask that the 1943 state conven- 
tion be held at Albany. 


George H. Leibig, Jr. 


SHAMOKIN, Pa.—George H. Leibig, 
Jr., who formerly operated a shoe store 
here, died last week at the home of his 
sister, Mrs. M. R. Templin. A native of 
this place, he spent all of his life in the 
city and operated a shoe store for near- 
ly thirty years. 


Gary Store Adds 
Shoe Department 


Gary, IND.—A new shoe department 
will be added to the second floor of the 
enlarged and modernized building quar- 
ters for The Hub, Henry C. Lytton & 
Sons clothing store. The entire second 
floor will be devoted to apparel for wo- 
men and girls. The remodeling and 
expansion of the store will cost an esti- 
mated $65,000. The store has signed 
a ten-year lease, involving approxi- 
mately $300,000. The entire first floor 
will be devoted to men’s and boys’ 
clothing and furnishings. The expanded 
store will have 30,000 square feet of 
floor space. : 
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Fashion Leaders Fly to Ohio 


(CONTINUED FROM PAGE 34) 


country, illustrating that a designer- 
creator is less than a day’s journey 
away from this great plant. 

The guests included George Miller, 
Michael Miller, Ben Schwartz, Irving 
Pichel, George M. Klein, Herman Del- 
man, Dan Palter, Seymour Troy, Her- 
bert Bienen, Pat LaValle, Moe Gleicher, 
Miss Esther Lyman, Mrs. Winifred J. 
Ovitte, Everit B. Terhune, Sr., Miss 
Eleanor Scully, Miss Doris V. Beech- 
man, Miss Margaret Swanson, G. H. 
Mealley and L. E. Langston. 


Paul M. Warnke 


MARLBORO, Mass.—Paul M. Warnke, 
53, this city, vice-president of B. A. 
Corbin and Son Shoe Co., died suddenly 
June 25 in New York where he was on 
a business trip. 

He was born in Webster, entered 
the employ of the Corbin Company 
when a boy, and continued until he was 
transferred to the Marlboro plant about 
15 years ago. For the past several 
years he has been vice-president in 
charge of sales. He was a member of 
the Marlboro Rotary Club. 

He is survived by his widow, two 
sons and two daughters, all of Marlboro. 


John B. Lake 


Tacoma, WasH.—John B. Lake, for 
many years prominent in the shoe busi- 
ness of Milwaukee, Wis., died at the 
age of 71 years at his home, 219 Broad- 
way, this city. He was in recent years 
the owner and manager of the Lake 
Apartments in Tacoma, but had previ- 
ously been for more than a decade in 
the shoe business in Milwaukee before 
coming further West. He leaves a 
widow and two sisters. 


Well-Known Store Remodels 


Santa Fer, N. M.—Pflueger’s Artistic 
Footery, on San Francisco Street in 
Santa Fe, the oldest shoe store in the 
state capital, recently completed a gen- 
eral remodeling. The job included in- 
stallation of a new fluorescent lighting 
system. New chairs and seats of chrome 
and leather and new rugs were in- 
stalled. Pfilueger’s handle well-known 
brands for men, women and children. 


Play Shoes Big Sellers 


ALBUQUERQUE, N. M.—Play shoes in 
white with color trim and low heels are 
the big sellers here as the Summer sea- 
son opens. Cuban heels and open-toe 
models are the best sellers. Sport ox- 
fords, pumps and pull-ons are all sell- 
ing very well. Some stores are doing a 
volume business with washable shoes. 
Most of the play shoes are of the 
woven type. Solid colors such as red 
faille are selling according to expecta- 
tions of dealers who stocked them. 





MERCHANT'S NEEDS 





110 Volt, A. C. 


$29.85 
Weight 40 Ibs, 
packed, 


_ THE VI-PED-EX CORPORATION 
Stockton, Calif. 


Sees Growing use of 
Crushed Leathers 


New York—“Increased business and 
spending power are refle:ted in shoe 
sales, and enthusiastic plans are in 
progress for Fall,” said Miss Rhea 
Nichols on her return to New York 
after a western trip. Miss Nichols, 
stylist of the Allied Kid Company, 
visited such key cities as Pittsburgh, 
Cleveland, Cincinnati, Chicago and St. 
Louis discussing Fall plans with re- 
tailers and manufacturers. 

The “bootmaker finish” on spectator, 
casual, campus and suit shoes is ac- 
cepted everywhere, Miss Nichols said, 
as an excellent shoe merchandising pos- 
sibility with tweeds, the beiges, blues, 
browns and greens of coats and dresses. 
Shoe salesmen have something new to 
talk about, for these “bootmaker fin- 
ished” shoes have a somewhat protec- 
tive covering. The young like the fact 
that they can go without further polish. 
The sophisticate and «areer woman can 
have them highly polished again and 
again for that well groomed look. The 
most widely antiqued colors at this 
time are Paniola Tan, Turftan, Oak- 
wood and Kona Red. 

Crushed leathers have greater pos- 
sibilities than in any other season. 
They antique and polish well, and are 
a part of the tailored daytime picture 
that depicts Fall fashions. High style 
manufacturers find the hand crushed 
leathers, such as Maracain Kid, ideal 
for town shoes. 

The wide acceptance of browns 
through Winter and Spring leads most 
fashion manufacturers to believe that 
black will not be as high a percentage 
of sales as it has been in the past few 
seasons. It is thought, generally 
through the Middle West, that the de- 
crease will be about 10 to 15 per cent. 
In many sections Paniola Suede has 
been bought for first selling. 

Miss Nichols believes that the prom- 
inence of taupe as a costume color will 
require shoes that match or blend. Shoe 
colors like beaver and moccasin tan 
have the same color quality. Early 
O-tober should find high fashion shoe 
departments prepared with this color. 
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Dates to Remember 


Tri-State Shoe Mart, Pennsylvania 
Shoe Travelers Association, Wm. 
Penn Hotel, Pittsburgh, Pa. 

July 6, 7, 8, 1941 


Michigan Shoe Travelers’ Fall Shoe 
Show, Hote! Statler, Detroit, 
Mich. July 7, 8, 9, 1941 


Charlotte Shoe Fair, Hotels Char- 
lotte and Selwyn, Charlotte, N. C. 
July 13, 14, 15, 1941 


Buffalo Fall Shoe Show, Hotel Stat- 
ler, Buffalo, N. Y. July 13, 14, 1941 


First Annual Baltimore Fall Shoe 
Show, Lord Baltimore Hotel, Bal- 
timore, Md. July 13, 14, 15, 1941 


Golf Tournament Boot & Shoe 
Travelers Association of New 
York, North Hills Country Club, 
Douglaston, L. I. July 24, 1941 


Annual Outing Buffalo Shoe Retail- 
ers Association, Walker’s Grove, 
Williamsville, N. Y. August 13, 1941 





Frank Ballou Honored 
For Church Work 


PRovIpENCE, R. I—Frank E. Ballou, 
founder and head of F. E. Ballou & 
Co., was honored June 11 as an out- 
standing church man. At Calvary Bap- 
tist Church in this city he was feted 
at a dinner honoring him for having 
been a church member for 67 years, a 
deacon for 20 years, treasurer and as- 
sistant treasurer for 31 years. During 
his association as treasurer and assis- 
tant, Mr. Ballou handled over a mil- 
lion dollars. 

In recognition of his services, Mr. 
Ballou has been made a life member 
of the church’s board of managers, an 
honorary member of its finance com- 
mittee and honorary treasurer. 


Kurz’s Shoe Shop Opens 


LAFAYETTE, IND.—Kurz’s Shoe Shop 
has been opened at 405 Columbia 
Street, with Karl Kurz as the owner. 
He is starting with a shoe-repair de- 
partment and a full line of men’s shoes. 
Later he expects to add a complete line 
of women’s and children’s shoes, to 
make his a one-stop store for shoe 
needs. 


Golfer Gets His Shoes 


Fort McPHERSON, GaA.— Charlie 
Yates, winner of several golf titles in- 
cluding the British Amateur, was re- 
cently inducted into the service of 
Uncle Same here as an Army trainee. 
He is 27 years old and left a position 
as assistant vice-president of an Atlan- 
ta bank to join the colors. Photograph 
on page 13 shows him in the new Army 
uniform he will wear this Summer in 
place of his golf togs. 








A Buying ATi ts 


BOOTS AND SHOES 


ABBOTT SHOE CO., No. Reading, Mass. 

COLE, ROOD & HAAN CO., Chicago, Ill.. 4 
GOODWILL SHOE CO., Holliston, Mass. erp ye 
GREEN SHOE MFG. CO., Boston, Mass. Back Cover 
HEALTH SPOT SHOE SHOPS, INC., Danville, Ill. 

KEITH, GEORGE E., CO., Brockton, Mass. 

MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass. 

ROBERTS-HART, INC., Keene, N. H. ... 

SCHNEIDER SHOE CO., St. Louis, Mo... 

TWEEDIE FOOTWEAR CORP., Jefferson City, Mo. 

VITALITY SHOE COMPANY, St. Louis, Mo. 


LEATHER AND OTHER MATERIALS 


ALLIED KID CO., Boston, New York, Philadelphia. 

GALLUN, A. F., & SONS CORP., Milwaukee, Wis. 

HUBSCHMAN, €., & SONS, Philadelphia, Pa. 

KIEFER, EDGAR F., TANNING CO., Grand Rapids, Mich. ha stata 

KISTLER LEATHER CO., Boston, Mass. “ae 32 


MACHINERY, LASTS, MFRS." SUPPLIES, DRESSINGS, Etc. 


AIRTEMP DIV. OF CHRYSLER CORP., Detroit, Mich. 5 
CAVALIER CO., Baltimore, Md......... 36 
GENERAL BOARDS CO., Los Angeles, Cal. 35 
LIMA CORD SOLE & HEEL CO., Lima, O. 31 
UNITED LAST COMPANY, Brockton, Mass. Ge ties, Soe 
UNITED SHOE MACHINERY CORP., Boston, Mass. 4, 23, 3rd, Cover 
VULCAN CORPORATION, Portsmouth, O. Front Cover 
WREN'S SHOE POLISHES...... ioe 


STORE EQUIPMENT AND ACCESSORIES 


SCHOLL MFG. CO., INC., Chicago, Il. 
VI-PED-EX CORPORATION, Stockton, Cal... 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City 42 
BARSH & CEASAR, Philadelphia, Po.. 42 
CAMITTA SHOE COMPANY, Philadelphia, Pa. 42 
HOTEL LENNOX, St. Louis, Mo........ ; 43 
HOTEL LORD BALTIMORE, Baltimore, Md. 37 
KIRSCH-BLACHER CO., INC., New York City 42 
RUBIN, IRVIN, New York City. . Ses = ald Kes, a ee 
WILLIAM PENN HOTEL, Pittsburgh, Po. ea 39 


Boot and Shoe Recorder 





Wen experienced manu- 


facturers and retailers think of 
sound construction, particularly 
on lightweight, open toe and 
open heel types of footwear, 
they think of UNISHANK INSOLES 
as the dependable way to com- 
bine rigid heel and shank sup- 
port with true forepart flexibil- 
ity. Unishank Insoles provide 
maximum strength where it is 


needed most. 
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THE STRIDE RITE FACTORY 














fine juvenile shoes .,.. well made . . . well serviced 














